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A uniform non-admitted insurer’s 
ct is proposed in a statement sub- 
itted to the Senate anti-trust and 
monopoly subcommittee. The _ state- 
ment on “non-admitted insurers under 
e surplus lines laws’? was prepared 
by Donald Knowlton, New Hampshire 
tommissioner and chairman of Nation- 
Assn. of Insurance Commissioner’s 
ommittee on preservation of state 
egulation, and by Julius S. Wikler, 
ounsel to the committee. 

The authors believe that the adop- 
ion of a uniform non-admitted in- 
kurer’s act by the states will give them 
omplete and adequate jurisdiction 
over the entire field and furnish a 
omplete answer to any suggestion of 
ederal control by congressional legis- 
ation. 

According to the statement, the pro- 
posed uniform act gives the states an 
ppportunity to adopt a system of re- 
bulation and control which has the 
irtues of embodying safeguards 
pgainst the evils which have beset sur- 
plus lines operation, of greater simpli- 
ication in the statutory requirements 
0 be applied, and of smoother oper- 
ations in the administration of the law 
Wend in the conduct of the surplus lines 
business. 


nvestigation Sparked 


The authors point out that the fail- 
re of British Commercial prompted 
M@eexamination of surplus lines trans- 
actions and that NAIC’s unauthorized 
surance committee last April ap- 
pointed a study group to draft a uni- 
orm surplus lines bill. This was sub- 
itted to the committee in May and 
hfter discussion it was decided to give 
e insurance business and the com- 
issioners until Oct. 1 to study the 
proposal and to submit suggestions. 
The committee will then hold further 
eetings and prior to NAIC’s Decem- 
ber convention will determine the 
ourse of future action. 
The purpose of the proposed bill is 
to protect the public in dealings with 
on-admitted insurers. The proposal is 
Intended as a legislative pattern for 
hat is, in the opinion of its drafters, 
ighly effective regulation, supervision, 
and control of the placement of busi- 
€ss with such insurers. Briefly, it is 
built around a system which calls for 
he licensing and control of the means 
hrough which the placement of in- 
surance with non-admitted insurers is 
ade, the establishment of a list of 
on-admitted insurers which, by meet- 
hg certain conditions, are approved to 
rite insurance, which is eligible to be 
written in the state, and the conditions 
governing the placing of insurance 
ith an eligible non-admitted insurer. 
Messrs. Knowlton and Wikler noted 


(CONTINUED ON PAGE 18) 





Two Year Study ThrowsLight On N.Y. Assigned Auto 


Hospitalization Use, Costs, Rates 


The 384-page study of Blue Cross 
plans in New York state, the result of 
two years of research under the aegis 
of Columbia University’s school of 
public health and administrative med- 
icine, is a monumental compendium 
of facts and figures on hospital op- 
eration, costs, and utilization. The 
insurance department asked for the 
study after applications for substan- 
tial rate increases by Blue Cross. Sim- 
ilar studies, for similar reasons, are 
being made in other states—Maryland 
and Pennsylvania, for example. 

In view of the fact that in Rhode 
Island the insurance department has 
asked for adoption of an experience 
rating plan, the conclusions of the Co- 
umbia University study on this point 
are regarded as significant. Spreading 
risk through wide coverage is de- 
feated by experience rating, and the 
study urges abandonment of the prac- 


Blue Goose Opens 
To Casualty Men; 
Elect Stumpf MLGG 


Members of Honorable Order of Blue 
Goose International, in one of the most 
revolutionary ac- 
tions of the organ- 
ization’s 54 years 
of operation, have 
decided to ,relax 
eligibility stand- 
ards to include 
multiple line men 
for membership. 
The decision was 
made at the grand 
nest convention at 
Detroit last week 
where Robert F. 
Stumpf, General 
Adjustment Bureau, Paterson, N.J., was 
elected most loyal grand gander to 
succeed Eugene C. Saulcy, Great Amer- 
ican, Michigan. 

Because of technical difficulties hav- 
ing to do with wording of the amend- 
ment, official approval was deferred 
until next year’s convention at New 
York. However, the implication was 
very clear that all ponds from now on 
will accept not only fire insurance men 
but all people in the property and 
casualty field. 

Other new grand nest officers are 
W. G. Stephens Jr., Atlanta general 
agent, grand supervisor; Frank G. 
Chandler, Canadian manager of Pearl, 
grand custodian; Lester L. Large, Ore- 
gon Insurance Rating Bureau, grand 
guardian; and George Allen, Western 
Adjustment, St. Louis, grand keeper. 
Henry L. Mauritson, retired from Fire- 
man’s Fund, and Hubert O. Wolfe, Mil- 
waukee attorney, two perennial offi- 
cers, were re-elected grand wielder and 
judge advocate, respectively. 

Activities besides the business meet- 
ing and election of officers included 
tours of Greenfield Village, the Edison 
Museum, and the Ford Motor Co. plant 
at River Rouge, a fellowship buffet and 








R. F. Stumpf 


tice even to the limited extent it is 
employed in the state, except for ex- 
perimental benefits or to participate in 
national accounts which are experi- 
ence rated. Many experience rated 
groups are overpaying for the care 
received, according to the study. Oth- 
ers are refusing to be a part of the 
community by demanding and receiv- 
ing special rates. Neither situation is 
desirable. 

The study urges the state to aban- 
don its policy of experience rating for 
health coverage of state employes. It 
recommends that efforts be made to 
narrow the difference between group 
benefits. One suggestion for accom- 
plishing this is for the state to 
modify the law and administrative pol- 
icy of the insurance department to 
permit a narrowing of the differential 
in premium between group and non- 
group coverage applicable to both non- 
profit and commercial health insur- 
ance. 

The study was made under the di- 
rection of Dr. Ray E. Trussell and 
Frank Van Dyke of the university. 
Recommendations, carefully document- 
ed, could result in changes in cover- 
age that would influence commercial 
A&S. The study, of course, throws a 
good deal of light on hospital utili- 
zation. Over-utilization is a frequent 

(CONTINUED ON PAGE 21) 


Williams To Acting 
Cal. Agents’ Post 


W. F. Williams, National Board laws 





department representative at San 
Francisco, has 
been appointed 


acting executive 
secretary of Cali- 
fornia Assn. of In- 
surance Agents, in 
an interim ap- 
pointment necessi- 
tated by the death 
last week of Trev. 
A. Burrow. Mr. 
Williams previ- 
ously held the as- 
sociation position 
until 1956. 

He will retain his National Board 
responsibilities while functioning pri- 
marily in an administrative capacity 
for the association, pending selection 
and training of a successor. This ar- 
rangement is expected to continue 
through the agents’ convention at San 
Francisco in late October. 

Mr. Williams joined the California 
association in 1946 as assistant execu- 
tive secretary. He became executive 
secretary in 1950, holding that position 
until the end of 1955 when he went 
with the National Board. Mr. Burrow 
succeeded him at the association post. 





W. F. Williams 





a dinner dance. The meeting attracted 
469 delegates and guests. 

The new MLGG has spent most of his 
career with General Adjustment, pres- 
ently serving as regional super- 
visor for northern New Jersey. Mr. 
Stumpf is a past most loyal gander of 
New York City and Garden State ponds. 


Risk Rules Undergo 
A Major Revision 


Plan Is Denied Request For 
Clean Risk Charge But Gets 
Higher Rates For Others 


NEW YORK—Superintendent Thac- 
her has approved the first major re- 
vision in operating rules of the state’s 
auto assigned risk plan since it was 
established in 1941. Not all of the chan- 
ges urged by the governing committee 
of the plan, composed of company ex- 
ecutives, were accepted by the super- 
intendent, notably the request for a 
10% surcharge on so-called “clean” 
risks. These have been producing a 
higher loss ratio for the plan than sur- 
charged “unclean” risks. 

(As of last week, 19 states had in 
effect surcharges for clean risks in 
their assigned risk plans. These run 
from 10 to 50% above manual.While 
most of them are in the 10 to 25% 
category, two states, Virginia and Ten- 
nessee, have 50% surcharges.) 

However, alterations in the New 
York plan, effective Oct. 1, are ex- 
pected to enable it to deal more real- 
istically with poor risks and perhaps at 
a smaller loss to the insurers. Also, 
credits for the voluntary writing of 
assigned risks are aimed at reducing 
the plan’s population, which had gone 
over the half million mark by last June 
30. This makes the plan, it is said, the 
largest single auto insurer in the state. 

The governing committee of the plan 
had asked that specific allowance of 
10% commission to agents and brokers 
on assigned risk business (5% on com- 
mercial risks) be eliminated. This 
would have left commissions to produ- 
cers up to individual negotiation. The 
department, pointing out that produ- 
cers perform necessary services in pro- 
cessing AR applications, retained the 
10% and 5% figures. However, it did 
“eliminate commission on the portion 

(CONTINUED ON PAGE 33) 


CPCUs Slate Chapter 
Management Workshop 
At Detroit Convention 


A workshop conference on chapter 
management will be held at the Society 
of CPCU annual meeting Sept. 14-16 at 
Detroit. 

The chapter presidents advisory 
council will meet Sept. 13 just prior to 
the meeting. Participants will hear a 
report by John Adam Jr., Worcester 
Mutual Fire, on the two pioneer chap- 
ter officer conferences held recently 
at Hartford and Lawrence, Kans., 
and will then split into four groups to 
discuss chapter and society problems. 
Subjects slated to be thrashed out in- 
clude: Chapter public relations through 
professional services, buyers’ clinics, 
financial problems of small chapters, 
chapter research, and continuing edu- 
cation for CPCU. 

At the directors meeting, President 
Robert O. Young, North America, will 
report on his administration. 
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By JOHN N. COSGROVE 


While clamor continues for more 
agent-company consultation, highly ef- 
‘fective but unpublicized efforts in 
this field are proceeding on an infor- 
mal but daily basis. For example, 
Hartford Fire group considers its au- 
tomatic system of “feedback of agency 
opinions” an indispensable part of its 
modern marketing activities. 

Hartford Fire has a new business 
development department which is 
charged with advertising, sales pro- 
motion, public relations and market- 
ing research for all companies in the 
group. This unit is guided by one 
firm principle: Promotion and adver- 
tising cannot be allowed to outrun the 
group’s distribution system. That sys- 
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Hartford Fire’s Field-Agent Setup 


Provides Ideal Consultation Plan 


tem is comprised of independent 
agents, and the group’s marketing is 
geared to that fact. Group action is 
guided in part by a synthesis of the 
best agency opinion, painstakingly ga- 
thered in a number of ways, 


Setup Is Ideal Link 


Nothing is so often overlooked as 
the obvious, but Hartford Fire has not 
made this mistake with respect to 
agent consultation. It has recognized 
and taken advantage of the elemen- 
tary fact that its field, branch and 
departmental organization setup is, 
among other things, an ideal two- 
way communications link with pro- 
ducers. 

The group’s field men, through long 
experience, have learned that agents’ 


opinions are invaluable guides to group 
action. Moreover, they find that the 
thinking of selected agents is par- 
ticularly helpful. Obviously, energetic 
and successful producers fall within 
this category. Agents who have been 
active in association work can con- 
tribute broad viewpoints based on col- 
lective thinking as well as on their 
individual needs. The field men take 
advantage of this fact. They do so 
without fanfare in the normal course 
of every day when they are discussing 
specific matters of business with their 
producers. Thus they gather specific 
opinions related to practical affairs. 

This thinking is relayed in turn to 
field supervisors who digest the com- 
munications from a number of field 

(CONTINUED ON PAGE 30) 





Iowa Agents Voice 
Dissatisfaction With 


New Farm Program 


DES MOINES—General dissatisfac- 
tion with the new farm program in 
Iowa was expressed by nearly 100 
farm writing local agents of Iowa Assn. 
of Insurance Agents attending a spe- 
cial one-day meeting here. 

At the same time the Iowa agents 
were meeting in Des Moines, Farm 
Underwriters Assn. was discussing the 
problem in Chicago. Reports from the 
Chicago meeting relayed to the Iowa 
group indicated efforts would be made 
to try and iron out the situation. 

After the local agents discussed their 
problems privately, the group had a 
number of company men and George 
Witmer, Iowa Inspection Bureau, in 
to discuss their problems. The agents 
described the present situation in 
Iowa as one of confusion and stressed 
their inability to meet competition 
with the present program. 

The group adopted one resolution 
asking the bureau to withdraw the 
latest revised program adopted July 
25 and revert to the former sched- 
ules. 

Other resolutions adopted asked for 
the elimination of the three zones on 
farm rates in the state; unification 
between companies of the farm insur- 
ance application; simplification of pro- 
cedures, and reduction of rates in 
order to be competitive on good sets of 
buildings. The agents also voiced dis- 
satisfaction with the new level premi- 
um plan because on cancellations the 
agent is unable to collect the difference 
in premium. 


Collins To hal Foes Ill. 
For Phoenix Of Hartford 


Phoenix of Hartford has transferred 
Thomas F. Collins Jr., state agent, 
from Peoria to South Bend, to estab- 
lish a new field office. 

Mr. Collins joined the company in 
Peoria in 1957 as special agent and 
was promoted earlier this year to state 
agent in central and southern Illinois. 
He will make his new headquarters at 
1201 Tower Building, South Bend. 


Peck To Syracuse Field 

Aetna Fire has named William F. 
Peck Jr. special agent at Syracuse. He 
has been in various departments at the 
home office and recently completed 
the company’s multiple line training 
school. 


Ill. Department KOs 
Teamster Bond Business 
Of Central Casualty 


Central Casualty and Oxford agency 
of Chicago have run afoul the Illinois 
department in soliciting the bond 
business of the Teamsters union. 


Charged Failure To File 


Director Gerber has ordered the 
company and its agency to stop solicit- 
ing business for a new plan covering 
teamster union officials and to return 
all premiums already received. He 
charged that the company has failed 
to file rates and other data and there- 
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fore, has not received department ap- 
proval of the plan. 

The program was initiated by Fidel- 
ity General to cover union officials for 
attorney fees and other expenses in 
litigation. Fidelity filed details of the 
policy, and received the department’s 
okay to write it. Oxford later solicited 
the business, offering a $10,000 policy 
for $150, with coverage up to $50,000. 
Fidelity’s rates were $125 for $5,500 of 
coverage. 

Central and Oxford were investi- 
gated earlier this year by the Senate 
labor rackets committee after Oxford 
was formed to handle teamster bonds 
under terms of the new labor reform 
law. 
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mic American industry on the move 


looks to the nationwide facilities of S & T for special contracts and covers. 
mw Yes, more and more producers on the grow look to S&T as a convenient, 
single source for almost every kind of business and industrial risk. We 
provide a broad variety of coverages, including transportation, trucking 
and logging equipment, motor truck cargo, trip transit, all types of aviation 
coverages, contractors’ equipment, marine hull and cargo. For fast, effi- 
cient, professional service, call your nearest S & T office today. 
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Survey Indicates 
Aged Can Handle 
Own Health Care 


American Medical Assn. states that 
an independent national survey just 
completed by university sociologists 
emphatically proves that the great 
majority of Americans over 65 are 
capably financing their own health 
care and prefer to do it on their own, 
without federal government interven- 
tion. 


‘Uniquely Important’ 


Dr. Leonard W. Larson, president- 
elect of AMA, described the study as 
“uniquely important,” and urged Con- 
gress to “devote immediate and care- 
ful study to the basic facts brought 
forth in the study” before reaching fi- 
nal decision on medical aid legislation 
for the aged. 

“The study disproves some danger- 
ous misconceptions about the aged,” 
Dr. Larson said. “It shows that most 
of these citizens are in good health, 
not sick, and are in moderately good 
financial condition, not hardship 
cases.” 

The study was conducted by James 
W. Wiggins and Helmut Schoeck, di- 
rector and associate director of the 
project. Both are members of the de- 
partment of sociology and anthropol- 
ogy of Emory University. The study 
was based on extended personal in- 
terviews among 1,500 non-institution- 
alized persons 65 years of age and 
over. The interviews were conducted 
by 100 trained interviewers under the 
supervision of professional sociologists, 
representing more than dozen well- 
known American universities and col- 
leges. Dr. Wiggins presented the first 
findings of the study before the fifth 
congress of International Assn. of 
Gerontology at San Francisco. 


Larson Statement 


In his statement discussing the re- 
sults of the study, Dr. Larson empha- 
sized these facts: 

—Sixty-one percent of the people 
interviewed considered their health 
was good; 29% thought it was fair, and 
only 10% thought it was poor. 

—wNinety percent could think of no 
personal medical needs that were not 
being taken care of. A relatively small 
percentage of those who said they did 
have medical needs attributed the 
failure to meet these needs to lack of 
money. Often they said they had de- 
cided against treatment on_ the 
grounds it was not worth the “risk or 
trouble.” 


—Sixty percent said that they now 
(CONTINUED ON PAGE 28) 


Fischer Ends 40 Year Plus | 
Career With Hartford Fire 


George W. Fischer, manager of 
Hartford Fire at St. Louis, is retiring. 

With the company for more than 40 
years, he first served as a_ special 
agent in southern Illinois, and later as | 
underwriting superintendent at Chi- 
cago from 1929 until 1938 when he 
was named to his present position in | 
St. Louis. He is a past president of St. 
Louis Fieldmen’s Assn. 




















Bureau Auto Plan In Vt. 


National Bureau and National Auto- 
mobile Underwriters Assn. have in- 
troduced in Vermont, effective Sept. 1, 
their special auto policy and_ safe 
driver plan. The combined program 
will make possible savings up to 27%. 
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“Being in 31 places at once helped me 


wrap up an *18,000-plus premium 


by a Milwaukee 


“One day I received a call from a large manufac- 
turer asking me to submit a competitive quotation 
and form for a transportation floater. But when he 
told me that he needed it in a few days, my jaw 
dropped. I knew the far-flung nature of his opera- 
tions made this deadline all but impossible. 


“Then I remembered that Len Ashack, Marine 
Manager for The American, had asked me for a 
‘toughie’ . . . just to prove to me what his company 
could do. I phoned Len and explained my dilemma. 
He wired The American’s branch offices located from 
coast to coast, 31 im all, and collected all the perti- 
nent underwriting information along with a maze of 
fire authorizations and rates. Meanwhile, he pre- 
pared and approved a form of policy right in his 
own office. 


“In just a few days, I had the rate and form in 
the prospect’s hands. Not only was I the first one in 
with the quotation . . . I was the only one that made 


! 99 
a 
insurance agent 


the deadline! After a few days, notice came that I 
had been awarded the transportation floater with a 
premium of over $18,000. That’s when I realized how 
much it helps to be in 31 different places at once... 
with The American!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business...MORE 


BUSINESS FOR YOU. z 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


ACCIDENT & HEALTH +>AUTOMOBILE+ BONDS+ BURGLARY FIRE & ALLIED LINES+ GENERAL LIABILITY 


GLASS + INLAND & OCEAN MARINE - 


MULTIPLE PERIL - 


WORKMEN’S COMPENSATION 
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IAC Has New Book On 
Agency Advertising 


Insurance Advertising Conference has 
published a 40 page booklet, “How 
Successful Agents Advertise Success- 
fully.” The publication was prepared 
under the supervision of Charles K. 
Oaks Jr., Travelers, executive secretary 
of IAC. 


The profusely illustrated booklet fea- 
tures the advertising techniques and 
materials of agents who won Oscars 
and Oscarettes in past IAC advertising 
awards competition. In addition, com- 
pany experts have contributed seven 
chapters on the entire scope of agency 
advertising. Subjects include effective 
use of newspaper ads by William J. 
O’Meara, Aetna Casualty; exploiting 
radio and TV advertising by Clark W. 
Smitheman, North America; direct mail 
by William H. Doty, Aetna Fire; out- 
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door ads by J. K. Cagney, Hartford 
Fire; agency good will by John R. Ek- 
lund, Hartford Steam Boiler; agency 
public relations by W. W. Clement, 
American International Underwriters, 
and a complete ad program by Mr. 
Oaks. 

The booklet is available at $1 a copy 
from Mr. Oaks at 15 Cottage Avenue, 
West Hartford, Conn. 


Files Special Provisions 

Oregon Mutual Has filed special pro- 
visions in Washington for writing ex- 
tended non-owned auto coverage. The 
filing provides that government em- 
ployes and officers protected by the 
government for claims filed under the 
federal tort claims act or similar acts 
relative to the use of autos furnished 
for their regular use may extend non- 
owned auto coverage. 
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Many corporate accounts 
employ aircraft in their busi- 


& Company have unsurpassed 


liability coverages, including 
hull and passenger liability. 
Airport, air meet and hanger 
keepers legal liability are 
coverages we can tailor to 
specific requirements. Call us 
on any aviation underwriting 
problem . .. and your next 
new or renewal Lloyd’s risk. 
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We serve agents, brokers 
and insurance companies. 





An admitted market 
providing professional service to 
Insurance Companies and their 


Reinsurance Intermediaries. 
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Of New York 99 vohn Street, New York 38,N.Y. 





Voices Hope For NAIA 
Joint PR Effort With III 


Close coordination and cooperation 
in many areas of public relations be- 
tween National Assn. of Insurance 
Agents and Insurance Information In- 
stitute is seen as a possibility by James 
R. Mathews, NAIA director of adver- 
tising and public relations. He spoke 
at the PR seminar session of the an- 
nual insurance institute of North Car- 
olina association at Chapel Hill. The 
seminar was a joint venture of the host 
group, NAIA and III. 

Mr. Mathews said NAIA has had 
several conversations with III officials 
on possible future joint endeavors. He 
feels that III may provide materials 
such as direct mail leaflets and fold- 
ers, PR films, suggested newspaper 
editorials and speeches for use at the 
local level where the PR story must 
be told. 

Reviewing present NAIA activities 
and future plans, Mr. Mathews pointed 
to the series of community projects 
that have been developed for local 
agents in the highway and fire safety 
fields. He said that his organization 
will issue in September a new speak- 
er’s manual and a new pamphlet, 
“This Is the NAIA.” 

Typical speeches in the new man- 
ual are: “Careers in Insurance,” for 
presentation to high school students; 
“20,000 Keys to Fire Safety;” “Cast 
Your Vote for Lower Insurance Rates,” 
and “We Can Do Something About 
Auto Accidents in Our Town.” 

The new pamphlet will contain a di- 
gest of the history of NAIA and a re- 
view of the services at New York head- 
quarters. It is designed to aid local 
and state associations in membership 
drives and to acquaint present mem- 
bers with the benefits they receive 
through NAIA. 


Underwriters Adjusting 
Makes Five Changes 


Underwriters Adjusting has made a 
number of changes. 

M. L. Goddard, manager at Colum- 
bus, O., has been promoted to general 
adjuster for central Ohio. John E. 
Ralls, manager at Anderson, Ind., has 
been transferred to Columbus as man- 
ager. Wayne L. Wright, senior ad- 
juster at Anderson, has been promoted 
to manager there. R. L. Cunningham 
has been promoted to manager at 
Jackson, Mich. Eldo Ediger has been 
promoted to manager at Springfield, 
Mo., succeeding Fred L. May, who has 
retired. 


Taylor Chairman Of N. Y. 
Young Men’s Trade Unit 


Robert C. Taylor, vice-president of 
Ream Wrightson & Co., New York re- 
insurance and general brokers, has 
been appointed chairman of the insur- 
ance committee of Young Men’s Board 
of Trade of New York City. 

The board plans a series of monthly 
insurance luncheons at which an ad- 
dress will be given by a guest speak- 
er. An “Insurance Young Man of the 
Year” luncheon will be arranged by 
Robert McDonald, Standard Accident. 
As a new project, a number of reports 
on insurance problems will be pub- 
lished. This project is directed by 
Ward Gordon, Marsh & McLennan. 


IM Claims Men Plan 


Inland Marine Claims Assn. of New 
York has planned for the coming sea- 
son to issue educational bulletins to 
members and prospective members and 
will continue its program of luncheon 
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speakers and forum discussions of 
events with current significance. The 
group also will issue studies of recezt 
court decisions on the “sensationa:” 
piggy back development in the trans- 
portation field, mysterious disappear- 
ance, the recent upset of the furriers’ 
storage receipt, and new multiple peril 
coverages. 

The organization has a new meet- 
ing place, starting Sept. 13—Archer’s 
Restaurant Annex at 116 John Street, 
New York. 


American Names Duyck 
Portland Bond Manager 


Stanley P. Duyck has been named 
bond manager of American at Port- 
land, Ore. He joined the company 
there in 1951 and completed the head 
office training program in 1952. In 
1954 he was named bond supervisor, 
his most recent position. 

Mr. Duyck is a past president of 
Portland Surety Assn. and is educa- 
tion chairman of the Oregon chapter 
of CPCU. 


Mohawk Ins. Co. Planning 
To Sell More Common Stock 


Mohawk Ins. Co. of New York has 
filed a statement with Securities & 
Exchange Commission seeking regis- 
tration of 75,000 shares of Class A 
common stock. 

The company was organized under 
New York law in 1958 to write all 
forms of fire and casualty, although it 
has not written any business to date. 
Net proceeds from the sale of the class 
A stock—expected to be $810,000—will 
be added to the company’s present cap- 
ital and surplus of $209,764 and will 
provide additional funds for the con- 
templated operation. The company has 
1,200 shares of class B common and 
20,000 shares of class A. 

Jacob K. Feinstein, president, and 
John C. Theile, vice-president, jointly 
own 4,700 class A shares, and Mr. 
Theile owns 2,958 such shares. Mr. 
Feinstein owns 50% of outstanding B 
shares. On completion of the stock 
sale, Mr. Feinstein and other direc- 
tors will purchase an additional 3,800 
shares of B stock for a total of 5,000 
such shares owned by directors. 


Pacific Indemnity Opens 


Ocean Marine Department 


Pacific Indemnity has opened an 
ocean marine department, which will 
be headed by R. S. Chapman. The move, 
according to the company, was 
prompted by two significant develop- 
ments in the field: The emergence of 
yachting as a major pleasure industry 
and the growing number of seaports as 
ocean cargo shipping centers. 


Launches Test J Ad Campaign 


A test outdoor advertising campaign 
for agents is being launched by Haw- 
keye-Security in 23 states. 

The program is being conducted on a 
cooperative basis between the agents 
and Hawkeye-Security, with the latter 
assuming a portion of the cost. All of 
the signs will emphasize the local 
agent’s copy, and agents will have a 
choice of the company’s group insignia 
or the “Big I’? symbol of NAIA. 


Tenn. Auto Hearing Set 


Commissioner John Long of Tennes- 
see has called a public hearing Aug. 25 
on the filing of National Bureau and 
National Automobile Underwriters 
Assn. of the safe driver program and 
increased liability and PHD rates. 
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The handling of contract bond prob- 
lems is not a field for the fainthearted, 
Robert R. Hume, secretary and gen- 
eral counsel of Seaboard Surety, told 
the insurance section of Tennessee Bar 
Assn. at its annual meeting in Gatlin- 
burg. This is, he said, because there is 
no standard operating procedure that 
can be relied upon in all or even most 
cases. Mr. Hume presented a lively, 
practical discussion of his subject. 

A major guide to the conduct of the 
attorney will be an awareness of the 
general philosophy of the surety com- 
pany he represents. Today, Mr. Hume 
pointed out, most surety companies are 
committed to the principle that the 
surety has a responsibility to the own- 
er to get the work done with dispatch 
so that the obligee of the performance 
bond may obtain the performance he 
bargained for. The preferable manner 
of accomplishing performance may be 
arguable but not the responsibility to 
act promptly. 

Most surety companies today also 
are committed to the principle that 
obligees under the payment bond are 
entitled to be paid in full, no more, no 
less, he added. No moral justification 
exists for offering less than 100% of the 
amount due with the idea, perhaps, that 
the claimant might take less to avoid 
a law suit. He said the surety should, 
of course, not pay a penny which it 
does not owe. But when it has deter- 
mined the amount owing it should pay 
it in full—and promptly. 


Fundamentals In Handling 


Mr. Hume outlined some of the fun- 
damentals observed in his company 
and some of the procedures it employs 
in handling contract bond problems. 

At the outset, as in every law case, 
it is essential to have a clear under- 
standing of the nature of the surety’s 
obligations, which is fixed by contract, 
the bond. 

In public work, the bond will usu- 
ally be drawn on a standard form sup- 
plied by the public body for which the 
work is being done. On state jobs, vir- 
tually every state has enacted legisla- 
tion requiring contractors on public 
work to furnish surety bonds. 

On private jobs, and on subcontracts 
in connection with both public and 
private jobs, there are no standard 
forms. Regrettably, he said, with these 
bonds being prepared by individual 
owners, prime contractors and surety 
companies, a myriad of forms are ex- 
tant and in use. Perhaps the most 
commenly used forms on private work 
are those recommended by American 
Institute of Architects. 

Mr. Hume then described Miller act, 
Capehart act (construction of housing 
for service personnel), and the archi- 
tects’ bonds and their provisions for 
notice of claim. The lack of statutory 
requirements in nearly all jurisdic- 
tions concerning private work gives to 
the architect who elects not to use the 
A.I.A. forms the opportunity to show 
what a brilliant lawyer he would have 
been, Mr. Hume observed. The chief 
beneficiaries of these architect-devised 
forms, as a rule, are not the owner, 
contractor, laborers or material men, 
but the attorneys who obtain engage- 
ment to litigate the meaning of the 
contracts so prepared. 

When word comes that the contrac- 
tor is in trouble, there is one principle 
on which all surety people agree: Hur- 
ry. Get there as soon as possible. “Re- 
member you are driving an ambu- 
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lance—not a hearse.’ People in des- 
perate financial condition do desperate 
things—seldom to their own benefit 
and never to the benefit of the surety. 

\Mr. Hume also urged attorneys not 
to make a reservation to return home 
Friday. “It never ceases to astonish me 
how some counsel investigating surety 
losses, both field and home office, are 
able to conclude their investigations 
and arrive at the solution to their 
problems on Fridays. This is so wheth- 
er they have one contract in process 
or six, and whether they have been on 
the job since Monday or Wednesday.” 

The desire to spend the weekend at 
home is most commendable, he con- 
ceded, but it is conducive to sloppy 
investigation and rash conclusions. In 
handling a surety default the attorney 
is going to be making recommenda- 
tions that will save or waste substan- 
tial sums of money. It is impossible to 
form good conclusions on poor evi- 
dence. 

Disposition of payment liability is 
relatively simple. All that is needed is 
a knowledge of the criteria, a book of 
drafts, and a pad of release and as- 
signment forms. When the surety first 
hears of the contractor’s difficulties it 
is usually when he has no funds and a 
payroll to meet tomorrow. Almost al- 
ways, the surety’s attorney will meet 
that first payroll. Maybe he will want 
to shut the job later, but if he doesn’t, 
and the workmen have left, he will 
have a heavily disproportionate ex- 
pense in starting up again. 


Get Rid Of Creditors 


The attorney’s first task is to get 
rid of the contractor’s creditors, ‘‘Pa- 
tiently but firmly. You may need their 
cooperation in working out your per- 
formance problems. Explain that you 
will have the accounts verified and, as 
soon as this can be done, pay the 
amount for which you are liable. Often, 
this is not enough. You will be told of 
how long they have helped your con- 
tractor by not insisting on payment, and 
they want it at once. 


“The response to this is that if they 
hadn’t been so lenient, the surety 
would probably have been called in 
sooner—when the contractor’s plight 
was less desperate. They helped the 
contractor and hurt the surety. They 
extended credit to an organization that 
was of questionable solvency, at best, 
and are now refusing to give a sol- 
vent surety time to learn what it owes. 
If there are still some creditors undis- 
posed of, suggest they bring suit— 
which will result in our getting at 
least 20 more days to answer, more 
time than we need to verify the ac- 
counts, and may help some attorney 
earn a fee for collecting the money we 
are going to be willing to pay. That is 
usually enough.” 

His company pays by drafts, taking 


Presents Lively, Practical Discussion 
Of Handling Contract Bond Problems 


executed release and assignment of the 
claim to the surety—after investiga- 
tion and verification, and, where pos- 
sible, with the concurrence of the con- 
tractor as to correctness of amount. 

On rare occasions the attorney’s in- 
vestigation will show that the out- 
standing claims exceed the penal 
amount of the bond. There is likely to 
be a spate of law suits, each claimant 
seeking to obtain an advantage by his 
diligence. The answer here is an in- 
terpleader action, joining all claimants, 
depositing the full amount of the bond 
in court and requiring the claimants 
to establish their respective rights to 
the fund. Under the federal interplead- 
er act the court will enjoin all pending 
or threatened law suits, discharge the 
surety and let the claimants have 
their private fight to divide the bond 
amount. 


The real problems are those involv- 
ing performance, Mr. Hume said. The 
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attorney should have a copy of each 
bond, latest financial information in 
possession of the surety, and copies of 
all applications and indemnity agree- 
ments. He should obtain a copy of the 
contract documents involved, a set of 
plans and specifications of each, and 
copy of the last requisition for pay- 
ment which will show the present sta- 
tus of money and performance as to 
each job. Mr. Hume likes to have the 
man who estimated each job check 
over the specifications with him. In- 
quiry should be made as to who is go- 
ing to do each item of work. This in- 
formation should be checked against 
the subcontracts to make sure the work 
was so included. What isn’t in the sub- 
contracts, the contractor or his surety 
will have to do. Then the attorney 
should check all of the subcontract ac- 
counts against the payables set up in 
the ledger. He may find he owes much 
more than a check of the books would 
otherwise disclose. 


Mr. Hume tells the contractor in 
the very beginning what his obliga- 
tions are as a surety, and what his 
obligations are to the surety under the 

(CONTINUED ON PAGE 34) 
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Scandinavian Insurers Interested In 
O’Mahoney’s Marine, Aviation Studies 


George H. Menefee, insurance con- 
sultant of Baton Rouge, La., writes 
the following comments from Europe, 
where he has been visiting for several 
weeks. 

The effect on the reinsurance mar- 
ket of the O’Mahoney committee in- 
vestigation is one of the chief items 
of interest to Scandinavian insurance 
men. The comment attributed to Sen- 





ator O’Mahoney, to the effect that the 
“purchase of reinsurance in foreign 
markets is contributing to the present 
unfavorable balance of trade between 
the United States and other countries,” 
is the subject of considerable debate. 

As expressed by one insurance offi- 
cial, “The purchase of reinsurance in 
Scandinavian countries by American 
firms is no different than our buying 











California oranges or outboard motors 
from Wisconsin. We buy where we get 
the best price for the product, and we 
feel that insurance should be bought 
on the same basis. What is good for 
the merchant is good for his country 
and making it difficult for American 
companies to buy reinsurance in for- 
eign markets has the very obvious ef- 
fect of reducing the number of dollars 
available to us with which to buy 
your products. This is perhaps an over- 
simplification of the problem,” he said, 
“but it does serve to point up the fact 
that you can’t have eggs unless you 


So he did keep mumbling for service .. . 
What he meant was claim service 


Poor claim service has had many an 
agent talking to himself. 
reach this stage, it’s a good idea to talk 
to Bituminous about a connection. Bi- 
tuminous’ record for fast, fair-and-square 
loss adjustment stems from an adequate 
field force with the knowledge — and the 
authority — to make the right settle- 
ment, right now. This combines with 
flexible, open-minded underwriting, best- 
in-the-business engineering and johnny- 
on-the-spot auditing to help you get and 
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keep substantial coverages in workmen’s 
comp. Write for the Bituminous Story. 
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feed the chickens.” 

In contrast to insurance companies 
in other European countries, insurers 
in Scandinavia doing business in the 
U.S. almost invariably do so on an ad- 
mitted basis. They are quite frank 
about the fact that for the last several 
years American business has_ been 
written at a substantial loss. These 
companies are, of course, hopeful that 
any action taken as a result of the 
O’Mahoney investigation will not have 
the effect of reducing or eliminating 
the opportunity for them to participate 
in any profit should the loss situation 
take a turn for the better. 


Effect Questioned 


Another question often speculated 
upon is what effect the O’Mahoney 
committee is going to have on Amer- 
ican Hull Insurance Syndicate and 
upon the groups writing aviation in- 
surance. Company officials point out 
that the marine business is extremely 
technical and successful operation re- 
quires comprehensive knowledge of 
countries. The gathering and correlat- 
ing of this information is generally 
beyond the capabilities of any one 
company and mention is made of 
the fierce competition in the marine 
market, particularly in London. 

Several Scandinavian insurance men 
who commented on the insurance sit- 
uation in the U.S. are delegates to 
the meeting in Washington, D.C., of 
International Union of Marine Insur- 
ance Sept. 11-16. These delegates would 
like to have Sen. O’Mahoney take this 
opportunity of discussing his views on 
a matter they feel is of much concern 
to them as well as to the American 
companies. 


Nationwide Enters Ga.; 
Guinan Sales Manager 


Nationwide Mutual has_ entered 
Georgia and has named Bernard E. 
Guinan regional sales manager at At- 
lanta. He formerly held the same po- 
sition at Canton, O. 

District managers at Atlanta are 
W. T. Bramlett, formerly at Green- 
ville, S. C., and Anthony F. Rotunno, 
formerly of Canton, O. Lee R. Fuller, 
agent at Ahoskie, N. C., becomes dis- 
trict manager at Macon, and Horace 
R. Topping, agent at Shiloh, N. C., is 
the Augusta manager. 


AFIA Expands In Japan 


American Foreign Insurance Assn. 
has opened offices in Niigata and in 
Tachikawa, Japan. Both offices are 
under the direction of the Tokyo con- 
trol office. 

Isamu Tomoi is manager at Niigata, 
a principal west coast port and indus- 
trial center. Tachikawa is located 20 
miles from Tokyo and is a center for 
the U.S. airfields of Tachikawa, Fuchu, 
Johnson and Yokota. It is a major 
agricultural area. 

Win Plaques For Group Production 

Winners of the president’s plaques 
for outstanding achievement in group 
production have been announced by 
Mutual Benefit H.&A. and United Ben- 
efit Life. James T. Nevelle, Burling- 
ton, Vt., received a plaque for group 
health production. J. C. Walters, Lan- 
sing, was recognized for outstanding 
production in group life. 
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327 A&S Forms Are 
Disapproved In 
1959 By New York 


The New York department in 1959 
disapproved 327 A&S policy forms, 
of which 311 were individual policies 
and 16 were group and blanket forms. 
The majority of the filings were dis- 
approved solely because the underly- 
ing rates were not reasonable in rela- 
tion to the benefits provided. Only 57 
disapprovals were concerned with pol- 
icy provisions exclusively. There were 
3,538 individual A&S contracts filed in 
the year, 3,049 group contracts, and 
5.754 combination group accident and 
life contracts. 

These facts are brought out in Su- 
perintendent Thacher’s preliminary re- 
port to the legislature on the 1959 ac- 
tivities of his department. 


Some Companies Resubmitted 


A number of companies resubmitted 
their A&S forms and rates after they 
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with the reasonableness of the rates 
to be charged. 

In hospital insurance particularly, 
the report points out, rates were re- 
duced as much as 50% in some cases, 
based on the companies’ own experi- 
ence or recently published tables of 
industry committees. Frequent  in- 
stances of disapproval of hospital bene- 
fit forms because of unreasonable 
rates is expected to result in greater 
effort by insurers to obtain more 
credible statistical experience. In the 
light of newly available statistics on 
the cost of hospital and A&S insur- 
ance for older persons, the report con- 
tinues, it was found that many of the 
premium rates previously charged at 
the older ages, which had been de- 
veloped on a judgment basis, were ex- 
cessive. 


Recent Amendments Noted 


Recent amendments to the insur- 
ance laws produced refiling of rates 
and forms of credit life and credit 
A&S that resulted in rate reductions 
and the elimination of certain ques- 
tionable practices. 












N. Y. Brings Warranty 
Issuers Under Control 


Following the receipt of numerous 
complaints from holders of warranty 
certificates, alleging inability to obtain 
payment or satisfaction, the New York 
department some time ago obtained an 
attorney general’s opinion that the 
warranties were insurance and moved 
against concerns furnishing them. Su- 
perintendent Thacher, in his report to 
the 1960 legislature, reviews the steps 
to stop these concerns from operating. 

The warranties, according to Mr. 
Thacher, were not confined to auto- 
mobiles but also were used in mainten- 
ance contracts for heating and air con- 
ditioning equipment as well as in 
servicing electrical appliances such 
as washing machines, refrigerators and 
TV sets. The warranty companies were 
not subject to regulation, were not re- 
quired to maintain reserves or meet 
prescribed standards of solvency. Dis- 
satisfied purchasers of the certificates 
of warranty had no adequate recourse 
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Excelsior Has 87.8 
Loss, Expense Ratio 


Excelsior had an underwriting gain 
of $90,552 for the first six months of 
1960, up from $42,826 for the same 
1959 period. Net investment income 
was $56,409, compared with $67,790 
for the first half of 1959. Total earn- 
ings, including an increased equity in 
unearned premium reserve was $162,- 
337, as against $70,188. 

The ratio of losses and loss expenses 
to premiums earned was 47.4, down 
from 57.6 as of June 30 last year. The 


ratio of underwriting expenses to pre- . 


miums written was 40.4, down from 
42.4. The combined ratio was 87.8, 
compared with 100 last year. 


Slate Regional Meetings 
For Cal. Agents Next Week 


Regional meetings of California Assn. 
of Insurance Agents will be held 
throughout the state during Aug. 22-26. 

President Milton R. Cheverton will 
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| Reliance Has Wide 
(Underwriting Gains 


in Reliance group had an underwriting 
of 4 profit of $518,768 for the first half of 
ne | 1960, up from a loss of $1,494,862 for 
ne | the same period of 1959. Written pre- 
90 | miums increased 7.7% to $36,824,664 
n- , as of June 30. 

in The ratio of losses and loss expenses 


4,- | to premiums earned was 58. The ratio 
of underwriting expenses to premiums 





es | written was 39.5, for a combined ratio 
vn 4 of 97.5. This compares with 103.3 for 
he | the first half of 1959. 

e- Investment income for the first six 
ym |months of 1960 was $1,825,901, an 
.8,' increase of 7% over the same 1959 


| period. Net operating profit was $2,- 
344,688, up from $205,450. Policy- 
— surplus was $49,827,894 and 
assets were $132,627,026 as of June 30, 

c | 1960. 


sn. anme 
= State Farm Has 108 

i, Classes In Auto Plan 

li- | Now Approved In Fla. 
se Commissioner Larson of Florida has 














~~ approved State Farm Mutual’s private 
ai passenger auto filing, effective Oct. 7 
, | on new and renewal business. 
ey: | The program increases the company’s 
bai six private passenger classes to 108 in 
3 | order to recognize the use of the ve- 
wr hicle, approximate annual mileage, 
hi- age, sex and marital status of the op- 
on erator. In future, rate differentials may 
: | be established where need is indicated 
the by experience. The program also pro- 
of | vides a rate schedule applying to the 
‘of revised classification plan. 
ker | Rate Effect 
ind Rates vary by territory, with the 
Nn, | largest reduction in the St. Petersburg 
€Y;; and Miami areas. Statewide, there is 
| no change in BI and PDL rates, a 9.8% 
ac-' decrease for comprehensive, and a 
€S- | 10.2% decrease for collision. Rates are 
TS. ! down in every territory for vehicles 
vill not driven more than 7,500 miles a 
2 year and not used for driving to and 
from work or for other business pur- 
: | poses. The company estimates that 87% 
di- of policyholders with full coverage will 
ro either receive rate reduction or re- 
7 tain present rates. 
. Mr. Larson said that evidence pre- 
wih sented by the company indicates that 


| Statewide average claim costs reached 

a peak in 1958, but have receded in 
—— | 1959 and in preliminary indications for 
1960. The efforts of citizens commit- 
tees, the press and law enforcement 
agencies in reducing traffic fatalities 
and in promoting highway safety are 
recognized in the filing, Mr. Larson 
. ‘or 


es | 





| America Fore Loyalty 


In Southern Changes 


| Gus H. Felgner, state agent of 
America Fore fire companies in Ala- 
bama, has been advanced to manager 
| at Birmingham with responsibility for 
underwriting and production of all fire 
| and casualty lines for all America Fore 
Loyalty companies. 
| Mr. Felgner will report to Thomas 
D. Hughes, vice-president and man- 
ager of the group’s consolidated south- 
eastern department at Atlanta. The 
Birmingham move is the first full con- 
solidation of all group activities under 
one head at the state level. 

Robert L. Smith, who was bond 
) superintendent of Fidelity & Casualty 
at Birmingham from 1950 to 1956, 
returns there as assistant manager. He 
has been bond superintendent at At- 
lanta. 

Mr. Felgner started with America 
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Fore in 1916 and has been a fire field 
man in Alabama since 1925. Previous- 
ly he did inspection work for the 
group in North Carolina and Georgia. 

Mr. Smith joined Fidelity & Cas- 
ualty in 1949. He was assigned to 
Birmingham in 1950, and in 1951 was 
appointed bond superintendent. He 
was transferred to Atlanta in the same 
post in 1956. 

James L. Goyer has been named 
resident manager at Charlotte, for 
Fidelity & Casualty. He succeeds Wil- 
liam N. Smith who has been assigned 
to the southeastern department. 


Mr. Goyer, who joined the group at 
Atlanta in 1948, is transferred from 
Birmingham where he was resident 
manager. Previously, he was special 
agent in Alabama and the northwest 
Florida field. 


Rolleri Named At Boston 


Atlantic Mutual has appointed Aldo 
A. Rolleri marine supervisor at Boston. 
He joined the group in 1951 and has 
been an underwriter in the inland 
marine and multiple line departments 
of the home office. 


New Hampshire Has 
Better First Half 


New Hampshire group increased its 
written premiums 4.35% in the first 
half, to a total of $24,069,332. On this 
volume the group showed an under- 
writing gain of $146,785, compared 
with a loss of $453,243 in the first six 
months of 1959. The combined loss and 
expense ratio was 97.14 against 98.91. 

Investment income was $1,004,520. 
Policyholders surplus was $28,210,323 
at June 30 and assets $87,519,492. 
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ETNA INSURANCE COMPANY 
55 Elm Street, Hartford, Conn. 


Please send me a sample copy of your 
Simplify and Save Checklist as well as 
the set of sales aids that go with it. 
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control 


highly successful Simplify 


& Save Checklist presents 

a bird’s eye picture of the protection 
program the average person 

should have for complete 

personal security. 


In a matter of minutes, 

you can point out dangerous 
gaps, costly overlapping of 
coverages and insurance 

to value requirements. 


Use it in person, 


it by mail. 


It will open new doors, as well as 
upgrade your present accounts. 
It will help keep you in 


and enhance your 


reputation as a 
professional insurance counselor. 


PROTECTION! 


| with this easy-to-use sales aid 
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Elect Hastings MLG Of 


Wisconsin Blue Goose 

Mortimer W. Hastings, Western Ad- 
justment, has been elected most loyal 
gander of Wisconsin home nest of 
Blue Goose. Other officers are David 
F. Armitage, Fire Insurance Rating 
Bureau, supervisor; Neal L. Hawley, 
United States Fire, custodian; Richard 
D. Rasmussen, Hartford Fire, guardian; 
Hilbert O. Herman, Northern Assur- 
ance, keeper, and J. Freeman Reilly, 
Home (retired), wielder. 

The fire prevention association elect- 
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ed N. Gregory Neybert, Firemen’s, 
president. Don R. Witbeck, New Hamp- 
shire Fire, was named vice-president, 
and Joseph D. Resner, America Fore, 
is secretary-treasurer. 


Kemper Names Wilson At Summit 

James Wilson Jr., assistant secretary, 
has been appointed to the new post of 
personnel administration manager at 
Summit, N. J., for Kemper companies. 
With the organization 27 years, he has 
been at Summit since 1955, most re- 
cently as executive assistant and co- 
ordinator of regional office operations. 


Liberal Legislative 
Trend In WC Benetits 


The Department of Labor reports 
that 16 states and the District of Co- 
lumbia now pay maximum weekly 
workmen’s compensation benefits of 
$50 or more; 14 states pay between $40 
and $50, and 21 jurisdictions allow be- 
tween $30 and $40. 

A midyear review by the department 
of major state WC legislation enacted 
so far this year reveals a continuation 
of the trend in recent years toward 
more liberal cash and medical bene- 
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A lion trainer’s profession is certainly a hazardous one. But, if you want Accident and Health 


Insurance for a lion trainer, we'll write it just as quickly as we will for the man whose greatest 
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See your nearest Continental Agent or Branch Representative for complete information on 


any of our A & H products—Loss of Income . . . Hospital... Medical... 


Accidental Death 
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fits for injured workers. The gains in 
behalf of workers and their depend- 
ents were made even though less than 
half of the state legislatures met in 
regular session this year and WC legis- 
lation is still pending in five states. 
Other Developments 


Maximum weekly benefits for total 
disability were raised in Rhode Island, 
for death in Maryland, and for death 
and all types of disability in Ken- 
tucky, New York, Puerto Rico and Vir- 


ginia, the department’s legislative 
summary points out. 
Kentucky, Virginia, Maryland and 


Mississippi improved medical benefits. 
Burial allowances were raised in three 
states. Five states brought additional 
workers within the provisions of their 
WC laws. Massachusetts, for example, 
extended compulsory coverage to sea- 
sonal or casual farm workers. Dela- 
ware authorized voluntary coverage of 


farm labor and domestic service, for- | 


merly excluded from coverage. 

Rehabilitation provisions of the laws 
were improved in two states, and time 
limits for filing claims were extended 
in three. Kentucky broadened coverage 
of its subsequent-injury provisions so 
that they now apply if the worker has 
any previous disability and is subse- 
quently disabled by accident or by 
occupational disease, the department 
noted. 


The summary of 1960 WC legisla- | 


tion is available free from the depart- 
ment’s bureau of labor standards, 
Washington, 25, D.C. 


Slate Hearing Aug. 23 On 


Homeowners In Nevada 


Commissioner Hammel of Nevada 
has scheduled a public hearing for 
Aug. 23 on the 1959 revised home- 
owners policy which was introduced 
in the state earlier this year. The 
commissioner’s action is in response to 


a letter of protest from Nevada Assn. | 


of Insurance Agents. 
Mr. Hammel said the department 


had been reviewing homeowners fil- | 


ings for some time after the new poli- 
cies had promoted criticism in Ariz- 
ona where they had been approved at 
the first of the year. 


Argonaut has named Matthew H. 


Dorrian a safety engineer for the mid- | 


western division. 


SINCE 1894 | 


Coats « Burchard 


COMPANY 


Appraisers 


e Appraisals for correct 
insurance coverage and 
proof of loss 

e Depreciation studies 

e Property ledgers 


4413 RAVENSWOOD AVENUE +» CHICAGO 40, ILLINOIS 
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Varied Card Set For 
Risk Management Meet 


The annual Risk Management In- 
stitute sponsored by American Society 
of Insurance Management and the 
school of business administration of 
University of Connecticut will be held 
Sept. 14-16 in Hartford. 

The first day’s sessions at the offices 
of Aetna Life group will deal with an- 
alysis of risk. Speakers and their to- 
pics are Ernest S. Oberdorf, president 
of Robert F. Coleman agency, New 
York, on self-insurance; George E. Rog- 
ers, Continental Can, on non-insurance; 
Harold S. Frederick, vice-president of 
Stewart, Smith (Ill.) on deductibles; 
and Donald M. MacLeod, vice-presi- 
dent of Marsh & McLennan, on busi- 
ness interruption problems. 

Aspects of liability insurance will be 
considered on the second day at the 
meeting at Travelers’ head office. Her- 
bert P. Schoen assistant general coun- 
sel of Hartford Accident, will speak on 
products, and Richard H. Butler, sec- 
retary, Travelers, on nuclear problems. 
A session on current loss prevention 
research will be conducted by repre- 
sentatives of Liberty Mutual’s research 
laboratory. 

The concluding session at Connecti- 
cut General’s office in Bloomfield, will 
cover commercial multiple peril poli- 
cies and comprehensive group medical 
coverage. Gordon Farquhar, secretary 
of Aetna Life’s group division, will 
handle the latter subject. 


Stowell Rejects 28% 
Blue Cross Increase 


In Southwestern Ohio 


Superintendent Stowell of Ohio has 
rejected a 28% increase in Blue Cross 
rates in southwestern Ohio, requested 
by Hospital Care Corp., Cincinnati, 
but has offered to approve a 19.5% 
increase if Blue Cross would choose to 
refile for the lesser amount. This is to 
be decided by the executive commit- 
tee of the Blue Cross board of trus- 
tees. 

The 19.5% represents’ increased 
costs, income to replace depleted re- 
serves and greater use of facilities. It 
would increase income $7.5 million a 
year. Mr. Stowell rejected requests for 
a 5% increase to raise benefits of 
ward contracts and a 3.5% increase for 
additional new beds. 


Sheridan, Landefeld In 
Ohio For Celina Mutual 


Celina Mutual has appointed Joseph 
A. Sheridan and Paul W. Landefeld 
field representatives at Canton, O., and 
Cleveland, respectively. Mr. Sheridan 
has been a claims adjuster since 1954. 
Mr. Landefeld has been a senior under- 
writer with Zurich and in the field for 
American Casualty. 


Raps Inequities In Mich. 


Employes’ Group Insurance 

LANSING—Alleged inequities in 
group plans available to the state’s 
30,000 civil service employes have 
been criticized by Sen. Greene, Grand 
Rapids. He heads a legislative study 
committee looking into recommenda- 
tions by the civil service commission 
that the state share in cost of group 
life and hospitalization plans for its 
workers. 

Sen. Greene charged that some l,- 
000 employes of certain state agencies 
actually are completely excluded from 
present group programs. He said sev- 
eral of the existing plans also are in- 
equitable. He noted that some 17,000 
classified employes participate in life 
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group programs provided by three dif- 
ferent companies while about 21,000 
workers are covered under various 
hospitalization contracts. 

By systematizing and unifying the 
program, Sen. Greene estimated that 
the state could effect savings of some 
$1.5 million annually. 

Stimulus to the present inquiry was 
provided by a survey showing that, as 
of three years ago, more than half of 
385 public agencies and private em- 
ploying units having group insurance 
programs contributed toward premium 
cost. 






INLAND 
MARINE 


Western C.&S. Shows 
Larger Profit Margin 


Western Casualty & Surety had an 
underwriting profit of $377,380 for the 
first six months of 1960, compared 
with a loss of $755,633 for the same 
1959 period. Written premiums were 
$25,288,546, down $96,171 from a year 
ago. Earned premiums increased 8% 
to $23,403,523. Policyholders surplus 
increased to $19,465,257, up $458,142 
since the end of 1959. 

The loss ratio for the first half of 
1960 was 61.4, compared with 61,1 for 


mid-1959, including substantial re- 
serves for recent storm losses. The 


expense ratio was 34.2, down from 36.4. 
Combined loss and expense ratio for 
the first half of 1960 was 95.6, down 
from 97.4 for the comparable 1959 half. 
Investment earnings stood at $705,806, 
up from $626,122 at June 30, 1959. 
Assets Increased 

Since Dec. 31, 1959, consolidated as- 
sets increased $2,336,868 to $76,110,241. 
Per share figures showed earnings of 
$5.33 for 12 months ending June 30, 
1960, and liquidating value of $53.89. 
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Bordon Suggests Safeguards Against 
Speculation Buyer Of A&S Insurance 


Approximately 10% of 12,140 pa- 
tients admitted to hospitals reported 
multiple hospitalization coverage in a 
recent survey, John V. Bordon, assist- 
ant secretary and claims attorney for 
American Hospital & Life, told the 
annual convention of National Assn. of 
Life Companies in Oklahoma City. 

Discussing the speculation buyer of 
hospitalization insurance who loads up 
with several policies and makes a 
profit by staying in the hospital, Mr. 
Bordon said the survey—undertaken 
by the technical advisory committee of 
Health Insurance Council—was con- 
ducted at 12 selected United States 
hospitals. The over-all average of those 
with multiple hospitalization coverage 
varied from a low of 56% among 


insured admissions at a Tennessee 
hospital to a high of 16.2% at a Cali- 
fornia hospital. 


Common In Group Coverage 


Mr. Bordon said the study further 
indicated that duplication most often 
occurred in a combination of Blue 
Cross with insurance company group 
coverage. This usually happens in the 
case of the husband and wife who are 
both employed and covered under 
separate group programs. 

Patients with multiple hospitaliza- 
tion coverage, according to the survey, 
had hospital bills totaling about $93,- 
000, Mr. Bordon said. These same in- 
sured patients received reimbursement 
from their multiple insurance cover- 
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ages (including Blue Cross) amounting 
to approximately $133,000. Thus, on a 
relative basis, patients with multiple 
hospitalization coverage received 44% 
more in reimbursement than the 
amount of their hospital bills Again 
the over-all average proportion varied 
from a low of 23.5% in an Omaha 
hospital to a high of 67.6% in Indiana- 
polis. 

The speculative buyer is not neces- 
sarily restricted to the cases involving 
Blue Cross and over-lapping group 
coverages. Many of them deal strictly 
in the purchase of individual policies 
from many different companies. Sev- 
eral years ago, Mr. Bordon said, his 
company handled a case where the 
insured, it was found after investiga- 
tion, had 11 hospitalization policies 
with nine different companies and had 
collected better than $4,000 in about 
two months before he was caught. 


May Have Been Self-Inflicted 


All of these policies had been pur- 
chased within a relatively short period 
of time before his claim was incurred 
allegedly due to an injury which may 
well have been self-inflicted. He had 
not given truthful answers concerning 
other insurance on his applications for 
these policies nor did he give truthful 
information on the proof papers, It was 
later learned from the insurance clerk 
at one of the hospitals that in order 
to change his appearance he was dying 
his hair with shoe polish. After all of 
the companies were informed of this 
man’s activities, he, of course, ended 
up with no insurance but it was re- 
cently learned from an investigating 
agency that he is back in business at 
the same old stand. 

Mr. Bordon said that was just one 
example of the speculation buyer. 
Others include the retired school 
teacher who had 12 _ hospitalization 
policies providing $97.50 a day room 
service and who stayed in a $13.50 per 
day room at the hospital; the 18 year 
old school boy who already had five 
hospitalization policies. His aunt was 
the named beneficiary and was no 
doubt assisting him. 


Costs A Lot 


It costs a lot of money to pay premi- 
ums on this much hospitalization in- 
surance, so people who engage in 
speculative buying can have but one 
thought in mind—and that is to get 
sick as often as they can or to fake 
injuries so that they can be hospital 
confined in order that they can make 
a profit. Mr. Bordon said his company 
recently interviewed a lady for a job 
who had worked for a local hospital 
and she said the incidents of duplicate 
coverage were even greater than that 
indicated in the survey. She said that 
about one-fourth of the patients ad- 
mitted had more than two policies and 
that most of them had 4, 5, 6, and one 
lady had 13. She also said the insur- 
ance department of the hospital was 
instructed by the hospital authorities 
not to give the names of the other 
companies involved on the proof papers 
because they did not want to get in 
trouble with their patients by giving 
information to the insurance companies 
which might cause the claim to be 
denied and also they felt that it was 
none of their business how many 
policies the patient had. 

As an example of the extent to 
which some people will go in collecting 
a claim or securing a benefit, Mr. 
Bordon cited the answer received re- 
cently to the question, ‘Describe fully 
the nature of your disability and the 
cause thereof.” “My condition is static. 
I am unable to work without pain. 
While I now have vision in my left 
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eye, it is the nerve or retina trouble in 
my right eye that continues to disable 
me. Such right eye vision as I have is 
distorted and heavily clouded double 
vision that comes and goes and floats, 
flops, jumps, and eclipses. When my 
vision is concentrated as, for example, 
is necessary to read or to work or to 
drive, flicker begins in my right eye, 
steadily growing in intenstiy until 
vision from my right eye is a boiling, 
dancing, flashing, blinding glitter fog, 
accompanied by penetrating pain that 
hurts similar to the pain of an exposed 
nerve. The perverted vision, quiver, 
shake, flicker, eclipse, and dazzle of 
my right eye distorts, gets in the way 


of, confuses, and greatly interferes 
with vision of my left eye which 
with accompanying tenseness and 


pain is disabling; if continued vision 
concentration is attempted pain spreads 
to both eyes, also severe headache 
develops. Likewise, sudden move- 
ment—jerk, jar, bump—a slight cold 
—or inclement weather provokes the 
above described pain. Therefore, my 
activities are restricted to the extent 
that I care to endure resultant pain. 
My condition responds to complete 
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quiet. It is least noticeable on awak- 
ening from sleep.” 

Mr. Bordon said having outlined the 
situation, what are the companies to 
do about it? In the early days of 
hospitalization insurance, most or all 
policies contained standard provision 
17, the pro-rata clause (now referred 
to as insurance with other insurers), 
but because of complacency and plain 
laziness or lack of knowledge of the 
subject, most companies stopped in- 
forcing standard provision 17 and 
eventually took it out all together. 

Many companies issue hospitalization 
insurance with no regard whatsoever 
to the number of other policies and 
daily room benefits already in effect, 
he said. But this was a mistake; the 
pro-rata clause is the only sure way 
for the industry to protect itself against 
the speculative buyer. Claim forms 
should also include questions concern- 
ing other insurance on the claimant’s 
statement, the physician’s statement, 
and the hospital statement. Without 
the benefit of a pro-rata clause in 
policies, companies are somewhat at 
the mercy of the speculative buyer, 
but those in Texas can refuse payment 
where the loss has already been paid 
by another company, under the de- 
cisions handed down by the courts in 
two recent cases, 


Same As Auto Or Fire 


How many automobile collision and 
comprehensive policies and how many 
fire insurance policies is the insured 
permitted to carry, Mr. Bordon asked. 
Isn’t it just as wrong to defraud a 
hospitalization insurance company by 
speculative buying as it is to defraud 
an automobile or fire company? Some 
of the speculative buyers went into the 
business quite innocently because of 
an agent needed to make another 
sale and who told them that it didn’t 
make any difference how much hospi- 
talization insurance they had because 
they could collect full benefits on all of 
their policies. 

The industry therefore needs to 
adopt and apply more rigid rules and 
controls in training and supervision of 
agents as well as in underwriting and 
claims administration, but on _ this 
particular point the greatest need is to 
admit to each other that a problem 
does exist, and then take the steps 
necessary to solve the problem—the 
first being to put the pro-rata clause 
back into hospital policies. 

There is no doubt that the specula- 
tion buyer affects loss ratios but there 
are other factors to be taken into 
consideration. If pre-paid hospitaliza- 
tion insurance is to survive, the rav- 
ages of efforts on the part of many 
legislators toward socialized medicine 
must be stemmed. Changes are needed 
in the provisions of new policies and 
agents must be trained to ask the 
questions on the applications and to 
record the answers fully and com- 
pletely. 


Must Be Careful 


Mr. Bordon said underwriting de- 
partments must be careful in the selec- 
tion of risks and must follow sound 
underwriting practices. Rates must 
provide a reasonable margin of profit 
but must also be geared to the public’s 
ability to pay. 

Another big contributing factor to 
high loss ratios are the abuses by doc- 
tors and hospitals. The most common 
being, admitting people to the hospital 
who are not actually hospital patients 
for diagnosis or treatment which could 
be done in the doctor’s office, per- 
mitting patients to remain in the 
hospital longer than is necessaary, 
failing to cancel orders or carelessly 
continuing expensive medication when 
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the need is past, hospitalizing patients 
for the convenience of the doctor, 
padding hospital bills, and outright 
fraud where incorrect diagnoses are 
given or the diagnosis is changed after 
a claim has been denied so that pay- 
ment of the claim can be secured. 


Requests History 


Mr. Bordon said that where his com- 
pany feels in the handling of a claim 
that additional information is needed, 
it requests a case history from the 
hospital and/or a narrative medical 
report from the doctor. These gen- 
erally give fairly accurate information 
but if suspicions are still present, the 
company requests an investigation by 
one of the investigation agencies and 
has them interview neighbors and if 
anything is being covered up this type 
handling should bring it to light. 

Texas is fortunate to have two com- 
mittees through which companies can 
process any complaints that they might 
have against doctors or hospitals: the 
Hospital Insurance Physicians Joint 
Advisory Committee of Texas, which 
handles matters involving medical 
doctors or hospitals; and the Texas 
Osteopathic Insurance Liaison Com- 


mittee, which handles matters involv- 
ing osteopathic physicians or osteo- 
pathic hospitals, These two committees 
have been very successful in resolving 
disputes and misunderstandings and 
bringing about a much better relation- 
ship and understanding between the 
hospitals, doctors, and insurance com- 
panies, Mr. Bordon stated. 

Loss ratios, high or low, are directly 
connected with the attitudes and ac- 
tions of the four factions which are 
involved, namely, the public, the insur- 
ance companies, the doctors, and the 
hospitals, he said. It should be the 
duty of each of these component groups 
to, first of all, educate its own people 
to the need for honesty and fair deal- 
ing in this matter of voluntary health 
insurance and then use whatever 
means are available to help in educat- 
ing the other groups, and above all 
else, to cooperate one with the other 
so that all can continue to enjoy the 
privileges and benefits of voluntary 
health insurance and forever escape 
the pitfalls of socialized medicine. 

Argonaut has appointed Alfred Hicks 
a safety engineer for the northern 
California division. 
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Home Cuts Losses 
From Underwriting 


Home had a consolidated underwrit- 
ing loss of $3,849,437 for the first six 
months of 1960, down from $5,180,501 
for the same 1959 period. Written pre- 
miums increased to $132,771,043 a gain 
of $12,089,901 over the first half of 
1959. Policyholders surplus declined 
$16,463,719 to $277,525,092, due to a 
drop in the market value of securities. 

Unearned premium reserve in- 
creased by $11,051,981 over the mid- 
1959 figure. The combined loss and ex- 
pense ratio was 99.7, down from 102.1 
Net investment earnings increased 
$610,230 to $8,229,535. 

Since Dec. 31, 1959, Home’s consol- 
idated assets decreased from $608,409,- 
901 to $606,043,905. 


Engberg Is Minn. Special 
Aetna Fire has appointed William L. 
Engberg Jr. special agent at Minneap- 
olis to succeed Arvin M. Hanson, who 
is being transferred to Denver. Mr. 
Engberg has been at Kansas City and 
special agent for northern Illinois. 
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Write, wire or call us for a specimen 
form and application. Recommend this 


modern coverage . 


SICKNESS °* 


UMBRELLA 
LIABILITY? 


For your larger accounts, here’s a truly compre- 
hensive liability coverage. ““Umbrella’ provides 
excess limits over your primary liability contract, 


and broad coverage for almost every other liability. 


. . place it with— 


ILLINOIS R.B. JONES Ine. 
Jay W. Gleason, C.P.C.U. 
Executive Vice President 


C. Reid Cloon 
President 


EXCESS LIABILITY ANY NATURE * FIRE AND ALLIED COVERAGES * OL&T, PRODUCTS AND 
ALL FORMS OF LIABILITY INSURANCE * MALPRACTICE LIABILITY * GROUP ACCIDENT & 
* EXCESS MOTOR TRUCK CARGO 
REINSURANCE 


175 West Jackson Blvd. e Chicago 4, Illinois e WAbash 2-8544 
Teletype: CG 1301 
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INLAND MARINE °* 





Cable: JonesHogg Chicago 
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Don't settle for audi 
that take 60 days! 


Tackling the problem of delayed 
billings head-on, Royal-Globe came 
up with the answer — single-man 
responsibility for audit and billing 
— no second guessing! Since our 
auditors are college-graduate 
accountants and since all are based 
in local offices familiar with particu- 
lar local problems, they had the con- 
fidence and capability to accept the 
challenge. Their results are impor- 
tant to you: more of our audits are 
now completed and billed in less 
than sixty days than ever before! 
Don’t settle for audits that take 
longer. Call Royal-Globe today. 


Profit-minded agents know Royal-Globe is 





QUEEN INSURANCE COMPANY OF AMERICA - 


NEWARK INSURANCE COMPANY - 
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AGENCY SYSTEMS 
REPRESENTATIVE 


and your versatile 


\ \i4 LINE” FIELDMAN 


“TOPS IN EVERY SERVICE” 


*. GLOBE 


INSURANCE GROUP New York 38, New York 


+ THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD 






YOUR wb pondin 
Invutun AGENT 






* ROYAL INDEMNITY COMPANY - GLOBE 
AMERICAN AND FOREIGN 


Conventions 


| August 22-24, International Federation of Com- 


mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 


| August 24-27, Federation of Insurance Coun- 








sel, annual, Bellevue Stratford Hotel, Phil- 
adelphia. 

August. 25-27, Louisiana Mutual Agents, an- 
nual, Capitol House, Baton Rouge. 

August 25-27, Montana agents, annual, East 
Glacier Lodge, Glacier Park. 

August 28-30, Wyoming agents, annual, Wort 


Hotel, Jackson. 

Sept. 7-9, Maine agents, annual, Samoset Hotel, 
Rockland. 

Sept. 7-10, Alaska agents, annual, 
ley National Park. 

Sept. 11-14, National Assn. of Mutual Insurance 
Companies, annual, Olympic Hotel, Seattle, 
Wash. 

Sept. 12, Vermont agents, annual, Basin Harbor 
Club, Vergennes. 

Sept. 12-13, Utah agents, annual, 
Salt Lake City. 

Sept. 12-16, International Union of Marine 
Insurance, conference, Shoreham Hotel, 
Washington D. C. 

Sept. 13-14, South Carelina agents, 
Poinsett Hotel, Greenville. 

Sept. 13-16, Mutual Loss Managers’ Conference, 
Roosevelt Hotel, New Orleans. 

Sept. 14-16, Michigan agents, annual, 
Hotel, Grand Rapids. 

Sept. 14-16, Society of Chartered Property & 
Casualty Underwriters, annual, Statler-Hil- 
ton Hotel, Detroit. 

Sept. 15-16, Minnesota agents, 
Nicollet Hotel, Minneapolis. 
Sept. 18-20, New Hampshire agents, annual, 
Mount Washington Hotel, Bretton Woods. 
Sept. 18-20, West Virginia Assn. of Mutual In- 
surance Agents, Jackson Hotel, Clarksburg. 
Sept. 18-21, Idaho agents, annual, Sun Valley 

Lodge, Siun Valley. 

Sept. 19-20, Minnesota mutual agents, annual, 
Pick-Nicollet Hotel, Minneapolis. 

Sept. 19-21, Washington agents, annual, 
pic Hotel, Seattle. 

Sept. 21-23, Canadian Federation of Insurance 
Agents & Brokers Assns., annual, Mont 
Tremblant Lodge, Mont Tremblant, Quebec, 
Canada. 

Sept. 21-23, Oregon agents, 
Portland Hotel, Portland. 

Sept. 21-23, Western Loss Assn., annual, Lake 


Mt. McKin- 


Hotel Utah, 


annual, 


Pantlind 


annual, Pick- 


Olym- 


annual, Sheraton- 


Lawn Lodge, Delavan, Wis. 

Sept. 25-27, Indiana Mutual Agents, annual, 
Hotel Van Orman, Fort Wayne. 

Sept. 26, New Jersey agents, annual, Hotel 


Traymore, Atlantic City. 

Sept. 26-28, National Assn. of Insurance Agents, 
annual, Chalfonte-Haddon Hall, Atlantic City, 
N. J. 

Oct. 2-4, Zone IV National Commissioners, 
Fort Des Moines Hotel, Des Moines, Iowa. 
Oct. 2-5, National Assn. of Casualty & Surety 
Agents and National Assn. of Casualty & 
Surety Executives, combined annual. The 
Greenbrier, White Sulphur Springs, W. Va. 
Oct. 6-8, California Assn. of Independent In- 
surance Adjusters, annual, Ambassador Ho- 

tel, Los Angeles. 

Oct. 8-11, Kansas agents, 
Hotel, Wichita. 

Oct. 13-14, Conference of Mutual Casualty Com- 


annual, Broadview 


panies, sales and agency meeting, Conrad 
Hilton Hotel, Chicago. 
Oct. 14-15, North Dakota Agents, annual, 
Grand Pacific Hotel, Bismarck. 
Oct. 16-18, Arizona Agents, annual, Pioneer 
Hotel, Tucson. a 
Oct. 16-18, Maryland agents, annual, Hotel 


Emerson, Baltimore. 

Oct. 16-18, Ohio agents, annual, The Neil House, 
Columbus. 

Oct. 17-19, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 


Oct. 18-19, Massachusetts agents, annual, 
Sheraton Plaza Hotel, Boston. 
Oct. 21-23, Colorado agents, annual, Broad- 


moor Hotel, Colorado Springs. 

Oct. 22-27, National Assn. of Mutual Insurance 
Agents, annual, Statler Hotel, Washington, 

Cc. 

Oct. 23-25, Missouri agents, Governor 
Hotel, Jefferson City. 

Oct. 24, Rhode Island agents, annual, Sheraton- 
Biltmore Hotel, Providence. 


annual, 


Oct. 24-26, Assn. of Mutual Insurance En- 
gineers, regional meeting, Sheraton Dallas, 
Hotel, Dallas. 


Oct. 24-26, California agents, annual, Sheraton- 
Palace Hotel, San Francisco. 


Oct. 26-28, Nebraska agents, annual, The 
Town House, Omaha. 
Oct. 27, Connecticut agents, annual, Statler- 


Hilton Hotel, Hartford. 


Oct. 27-28, Kansas State Assn. of Mutual In- 
surance Companies, Holiday Inn. Topeka. 


Oct 27-29, New Mexico agents, annual, West- 
ern Skies Hotel, Albuquerque. 
Oct. 30-Nov. 1, Illinois agents, annual, Pere 


Marquette Hotel, Peoria. 


Oct. 30-Nov. 1, Tennessee agents, annual, An- 
drew Jackson Hotel, Nashville. 


Oct. 31-Nov. 2, Nevada agents, annual, Las 
Vegas 
Nov. 1-3, National Assn. of Independent In- 


surers, annual, Chase-Park Plaza, St. Louis. 
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The London market 


LUMLEY, 
DENNANT, & 
COMPANY, INC. 


New York Hartford 





Baltimore 
with affiliated offices at 
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THROUGHOUT THE WORLD 
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BREWER ADJUSTMENT COMPANY 


Long Haul, Bus, Taxicab and Automobile 
Liability and Physical Damage— 
General Liability—Compensation—Fire 
RED ROCK BLDG., ATLANTA, GA., JA 3-2793 
BUSH BLDG., COLUMBUS, GA., FA 7-7096 








J. L. FOSTER & R. K. FOSTER 
Insurance Adjusters 
First National Bank Bldg. 
Springfield, Illinois 
Tel. 8-7555 
Br. Office, Bloomington, III. 
Inland Marine Casualty 











RUSSELL K. OSBY, INC. 
World's Largest Specialized Claim Service 
Coast to Coast 
a yrs. in the Negro Claimant 





WAgner 4-6100 


~ Companies Only 


4254 So. Indiana, Chicago 








RAYMOND N. POSTON, Inc. 
159 $_W. Sth St. Miami, Fla. 


BRANCHES 
FT. LAUDERDALE 
LAKE WORTH 
KEY WEST 











RIEDER-GILLESPIE COMPANY 
INSURANCE ADJUSTERS - ALL LINES 
MIAMI 9620 N.E. 2nd Ave., PL 9-6618 
FORT LAUDERDALE 1525 So. Andrews Ave. JA 4-4391 
WEST PALM BEACH 125 Lakeview Ave., TE 3-3646 











INSURANCE ADJUSTERS 


Home office—428 So. Main, Salt Lake City, Utah. 
Day or night offices: Ogden, Utah; Provo, Utah; Idaho 
Falls. Idaho: Pocatello. Idaho: "Twin Falls. ‘Tdaho. 








C.R. WACKENHUTH ANDSON 
ADJUSTERS FOR THE 
COMPANIES—ALL LINES 
301 Mid-Continent Bldg. 
Tulsa, Oklahoma 
Phones LU 2-5460 
Gl 7-2250 
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Springfield-Monarch 
First Half Better 


Springfield-Monarch had an under- 
writing loss in property-casualty lines 
of $436,164 in the first six months of 
1960 compared with a loss of $1,333,- 
600 for the same 1959 period. Com- 
bined loss ratio to earned premiums 
and expense ratio to written premiums 


was 101.7%, an improvement of 3.5 
points. 
Property-casualty premiums __in- 


creased $723,466, while combined group 
writings for the first half of 1960 were 
up by $2,209,780 to $49,557,496. 

Net investment income for the group 











was $2,584,293, an increase of $406,- 
467 over the comparable 1959 period. 
This amount excludes a dividend of 
$298,953 paid to Springfield F.&M. by 
Monarch Life. Consolidated group as- 
sets at June 30, 1960 were $245,359,- 
582, and policyholders surplus was $88,- 
631,990. 

In their message to stockholders, S. 
Dwight Parker, chairman, and Frank 
S. Vanderbrouk, president, reported 
progress with the addition to the group 
of Freeport of Freeport, Ill. A registra- 
tion statement has been filed with 
Securities & Exchange Commission, 
and tenders of Freeport stock are be- 
ing solicited. It is expected that the 
exchange will be completed by Aug. 
30. 

Charles M. Fish, president of Free- 
port, has been elected a director of 
Springfield F.&M. 


Nienhauser Retires From 
St. Paul General Agency 


Roy B. Nienhauser, president of the 
R. M. Neely general agency of St. 
Paul, has retired after 53 years in the 
business. A _ testimonial dinner was 
held in his honor at the St. Paul Ath- 
letic Club and among those in attend- 
| ance were Commissioner Magnusson of 

Minnesota and C. F. Codere, chairman 
| of St. Paul F.&M. 

Mr. Nienhauser joined the Neely 
agency in 1916 and became president 
in 1945. Active in many insurance or- 
ganizations; he was president of Min- 
nesota Underwriters Assn., Minnesota 
Assn. of Insurance Agents, and Insur- 
| ance Federation of Minnesota. 

He is succeeded as president by 
| John H. Hanna, formerly executive 
vice-president. F. Fred Boyles has been 
elected vice-president of the agency. 











8 Claims Managers Named 
| By Continental Casualty 


Continental Casualty has assigned 
eight new claim managers. The appoin- 
tees and their cities are John C. Mar- 
tin Jr., formerly at Boston, to Provi- 

dence, R. I.; Lowell G. Van Duzee, 
formerly supervisor, at West Palm 
Beach; Robert W. Miller, from Rock- 
ford to Columbus, O.; Richard M. Sey- 
bold, formerly at Pittsburgh, to Cleve- 
land; and Paul J. Hoffman, formerly 
assistant manager, at Pittsburgh. 

Also Francis T. McDonald, from Co- 

lumbus, O., to Cincinnati; Benjamin 
| F. Dean, from the home office to Balti- 
more; and Joseph E. Worley, who has 
been supervisor at Atlanta, to Orlando, 
Fla. 
Michigan Mutuals Merge 
| Two Michigan mutual companies 
with combined assets of $500,000 have 
consolidated with Hastings Mutual. 
They are Farmers Mutual Fire of Eas- 
tern Michigan and Farmers Mutual 
Fire of Isabella County. Home offices 
of the respective companies, located at 
Richmond and Mount Pleasant, will be 
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converted to branch offices of the par- 
ent company. Albert Leach will con- 
tinue with Hastings Mutual as manager 
at Richmond, and Joseph Schueller will 
remain as manager at Mount Pleasant. 
Last June Hastings Mutual acquired 
Monitor Mutual of Oakland County. 
Eilenstein With Swartz & Kelley 
Fred L. Eilenstein has joined the 
underwriting staff of Swartz & Kelley, 
Boston agency. Mr. Eilenstein was with 
Home for 30 years. He is a specialist 
in out of state risks, rain, water dam- 
age and time element coverages. 


Aetna Fire Advances 
Lichtenberger, Butler 


Aetna Fire has named William R. 
Lichtenberger manager at Philadel- 
phia to succeed John K. Olson and C. J. 
McNutt, who retired at his own re- 
quest. Walter M. Butler has been ap- 
pointed manager at Pittsburgh to re- 
place Edward C. Lee, who has been 
transferred to the home office to as- 
sume underwriting duties. 

Mr. Lichtenberger, with the compa- 
ny since 1946, has been a New Jersey 
special agent and most recently marine 
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superintendent at Philadelphia. 

Mr. Butler was in the agency busi- 
ness in Virginia before joining the 
company in 1958 as special agent in 
Maryland and District of Columbia. 


Simpson In Zurich Post 


Zurich has appointed William F. 
Simpson assistant training director. He 
was previously a teacher in the educa- 
tion department of North America. 


Allstate has appointed James P. Re- 
bill Jr. life and A&S sales supervisor 
at Philadelphia. 
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GENE V. MITCHELL, Kansas City Regional Manager (stand- 

ing at left) with (l. to r. seated) GURN PRICE, State Agent; 
DONALD R. HANEY, Casualty Underwriter; c. D. MCCORMACK, 
State Agent; D. E. PARRY, State Agent; EARL HUNTOON, Chief 
Accountant; and (l. to r. standing in background) HOMER A. 
BUNCE, State Agent; EARL B. DE SHON, Loss Superintendent; 
CHARLES F. HOWALD, Fire Underwriter; J. R. PATTERSON, State 
Agent; ROLAND L. BRANTLEY, Assistant Fire Underwriter; 
WILLIAM M. CHICK, Marine Underwriter. 





The Boston Insurance Group brings faster, more 
dependable service to Independent Insurance Agents 
everywhere, through its nationwide “Local Home Office” 
organization. Strategically located to bring the advan- 
tages of close contact and informed cooperation to local 
Agents throughout the country is a network of 11 Regional 
Offices, 45 Principal Branch and Service Offices, and 
13 Managing General Agencies. This field-oriented 
organization assures Boston Agents of a minimum of 
problems, and a resulting opportunity to develop the 
soundest kind of relationships with their clients. 


The Boston Group’s modern approach to service under 
the American Agency System reflects the philosophy of 





One of a Series 


% Regional Office ® Principal Branch or Service Office @ Managing General Agency 
youthful, progressive management of an organization 
with a long tradition of integrity and dependability. It 
brings nearby Boston service to more than 8,000 Inde- 
pendent Insurance Agents writing in all 50 States, the 
Commonwealth of Puerto Rico, Virgin Islands and 
Canada... and in foreign countries through our foreign 
department, the American Foreign Insurance Association. 
You too can take advantage of the superior service Boston 
brings to your area. For complete details, we invite 


you now to contact your Boston Group Local Office. 


BOSTON INSURANCE GROUP 


BOSTON INSURANCE COMPANY 
OLD COLONY INSURANCE COMPANY 
BOSTON INDEMNITY INSURANCE COMPANY 


EQUITABLE FIRE INSURANCE COMPANY e CHARLESTON, SOUTH CAROLINA 


87 KILBY STREET / 
BOSTON 2, MASSACHUSETTS Your; Lo seade 
Insurance _— 


tae 








16 


Md. Tackles Problem 
Of Hospital Over-Use 


Over-utilization of hospital facilities 
an important problem which de- 
mands the immediate attention of 
Blue Cross, Blue Shield, the Hospital 
Council of Maryland, and the Mary- 
land Medical & Chirurgical Faculty, 
Commissioner F. Douglass Sears of 
Maryland stated at the conclusion of 
a meeting with representatives of the 
four groups. Over-utilization is a fac- 
tor contributing to the current spiral 
of hospital costs and operates to the 


1S 
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detriment of the general public. 

The commissioner indicated that 
he felt that the organizations had it 
within their power to resolve the 
problem and that if they do not pro- 
duce a solution he will be forced to 
act under the authority the statutes 
give him to regulate Blue Cross and 
Blue Shield. 

He has called for a meeting of the 
four organizations for Sept. 20 to study 
over-utilization and formulate a pro- 
gram to curb the practice. Disclosures 
by Medical & Chirurgical Faculty in- 
dicate that the situation has reached 











Complete 


multiple-line 7 


facilities 





proportions bordering on fraud and 
misrepresentation. The faculty has a 
report on the situation which will be 
issued soon, Representatives of the 
four organizations promised Mr. Sears 
full cooperation. 


Argonaut Promotes D. W. Hatch 

Donald W. Hatch has been promoted 
from administrative assistant to as- 
sistant manager of the southern Cal- 
ifornia division of Argonaut of San 
Francisco. He joined Argonaut in 1949 
and was assigned to Los Angeles in 
1959. 














: Services of unusual interest to com- 


e . eo . ° 
* merce and to individuals, including 
life and accident and health, are offered 


- to independent agents and brokers in the 


Chubb & Son tradition. 


GZ 
FOC. snoerwriters 


90 John Street, New York 38, New York 


Managers 


FEDERAL INSURANCE COMPANY * VIGILANT INSURANCE COMPANY * THE MARINE INSURANCE CO., LTD. * THE SEA INSURANCE CO., LTD, 


LONDON ASSURANCE (MARINE DEPT. ) * ALLIANCE ASSURANCE CO., LTD. 


Life Insurance, Accident & Health, Group Insurance through 
THE COLONIAL LIFE INSURANCE COMPANY OF AMERICA 
Affiliate of FEDERAL INSURANCE COMPANY 


Aviation Insurance through Associated Aviation Underwriters 
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Opposes Mutual-Stock 
Association Mergers 


The special appeal of mutual insur- 
ance to the buyer and a plea to mu- 
tual agents to resist merging with 
their stock company counterparts 
highlighted a talk by George D. Has- 
kell of American Mutual Alliance at 
the graduation exercises of the school 
for mutual agents at Oberlin College 
in Ohio. 

The three-week course was 
sponsored by National Assn. of Mu- 
tual Insurance Agents with the co- 
operation of the college. 

Mr. Haskell told the 42 graduates 
that mutual insurance appeals to the 
buyer because there is no profit to 
third parties. The premiums go to pay 
losses and expenses and to maintain 
necessary reserves. 

Identity Important 


Mr. Haskell pointed out that the 
mutual agent will find it advantageous 
to associate with his fellow mutual 
agents and to cooperate with stock 
agents when their problems are iden- 
tical with his. However, the mutual 
agent must still maintain his indivi- 
dual identity. For this reason, Mr. 
Haskell is opposed to merger of mu- 
tual and stock agents. 

William A. Stringfellow, acting gen- 
eral manager of NAMIA, presented 
certificates of completion to the grad- 
uates, who came from 18 states. 

A special one-week course on ad- 
vanced agency management began 
Aug. 8 with 55 mutual agents attend- 
ing a series of lectures on alert man- 
agement and better selling techniques. 


Combined Group Has 
18% Gain In Half Year 


Premium volume of the four com- 
panies in Combined of Chicago group 
totaled $20,404,530 in the first half of 
1960, an increase of 18.8% over the 
comparable period last year. 

Combined of Chicago had a premi- 
um increase of 19.1%, the total being 
$15,008,011; Hearthstone had a gain of 
30.4% at $2,779,430; Combined Amer- 
ican of Dallas showed an increase of 
1% at $1,720,284, and First National 
Casualty of Fond du Lac, Wis., had a 
22.2% gain at $896,803. 


Name Gressett In La. 


Maurice A. Gressett has been ap- 
pointed assistant manager of Aetna 
Fire in Louisiana. He has been marine 
superintendent there. He will continue 
at New Orleans and will assist A. J. 
Bolles, manager, in all phases of the 
business. 

Mr. Gressett joined the company in 
1939 as a marine special agent. 
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.. | BRAND-NEW PROFIT OPPORTUNITY FOR AGENTS and BROKERS 
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| Our Aviation and Special Risk Division Announces 2 New Pace-Setting Protections 


NOW! WORLD-WIDE ACCIDENT PLANS 
FOR INDIVIDUALS in TODAY'S TRAVEL AGE 
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von Here are two outstanding accident plans that will bring new business and bigger profits your way. Today, with 
ck people more and more active, the need for broad-form accident coverage and travel protection is greater than 
en- . . es ° ane 
ual ever. These two new plans offer exceptionally attractive provisions for your customer; highest commissions for you. 
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| WORLD-WIDE PROTECTION WORLD-WIDE 
m- AGAINST ACCIDENTS TRAVEL PROTECTION 
Up 
of 
the Round-the-clock coverage protects the policyowner The ‘‘man on the go"’ wants and needs this kind of 
anywhere he may be, any way that accidents may coverage. Three different travel insurance plans. . . 
ni- strike . . . at any time. A flexible plan with principal air common carrier; air plus land and water common 
"al sum, weekly income, and medical expense provisions carrier; air, land, and water common carrier plus | 
fo that may be selected to build a sound, low-cost ac- private automobile. Each plan offers a wide selection 
of cident policy. of principal sum, weekly income, and medical expense 
nal benefits. 
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Pioneering in new, up-to-date protections for individuals, groups, and companies has made us one of the fastest ' 
. ° ° ° ° ° eee ° . . . . ° °° ‘ 
he growing Aviation and Special Risk Divisions in the insurance industry. Regional Offices in key cities through- i, 
out the country assure you of prompt claim payment and full service. Write or call for attractive brochures on | 
™ these two new plans . . . and our many other policies that offer you maximum contracts, top commissions, and 
new business opportunities. 








AVIATION AND SPECIAL RISK DIVISION 


Bankers Life & Casualty Co. 


diaiee OFFICE Mac Arthur 
4444 West Lawrence Avenue, Chicago 30, Ill. —- 
Phone: SPring 7-7000 


Dubuque Fire & Marine 


Insurance Company 


BRANCH OFFICE 


4444 West Lawrence Avenue, Chicago 30, Ill. 
Phone: SPring 7-7000 
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Probers View Uniform Non-Admitted Act 


(CONTINUED FROM PAGE 1) 
that in evaluating any proposed legis- 
lation, it is essential to determine the 
evils which ought to be remedied by 
the bill, and the effectiveness of the 
statutory provisions which are in- 
tended to remedy the faults. An 
analysis of the proposed uniform non- 
admitted insurers act demonstrates 
that the evils of surplus lines trans- 
actions have been recognized therein 
and provisions have been made to 
correct them. 
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The evils are identified as the lack 
of financial soundness and the insol- 
vency of some non-admitted insurers, 
the inability of policyholders to collect 
loss payments or return premiums 
from non-admitted insurers, the diffi- 
culty encountered by residents of a 
state in asserting their rights in for- 
eign forums with unfamiliar laws and 
rules of practice, the untrustworthi- 
ness of some surplus lines agents who 
have affected insurance with non- 
admitted insurers, and their failure to 





Standard Accident 
Appoints Gebhard 


New Jersey Manager 

Standard Accident has appointed 
Louis G. Gebhard manager at New 
Jersey, He replaces L. G. Clark, who 
is being transferred to the home office 
in an executive capacity. 

Mr. Gebhard has been with the com- 
pany in the New Jersey area for nearly 
25 years. Starting in 1936, he pro- 
gressed through various underwriting 
assignments and served as a field rep- 
resentative from 1945 to 1953, when 
he was made manager of the casualty 
underwriting department. In 1957, he 
was elevated to assistant manager of 
the branch, and retained that position 
until his present appointment. 


Cite N. Y. Changes In 


Premium Finance Rules 

The New York department has 
called to the attention of insurers 
amendments to the law dealing with 
premium financing. The amendments, 
effective July 1, together with a de- 
partment survey on premium finance 
plans, point up necessary changes by 
insurers in many aspects of their fi- 
nance activities. 

The department emphasized a num- 
ber of procedures: 

1. Notice of cancellation must be 
given in accordance with the terms of 
section 576 of the banking law. Can- 
cellation must be short rate when it 
is effected pursuant to a premium fi- 
nance agreement which contains a 
power of attorney or other authority 
enabling the premium finance agency 
to cancel any insurance contract or 
contracts listed in the agreement. 
Such other authority includes separ- 
ate agreements between a_ finance 
agency and a debtor, and between the 
finance agency and an insurer, au- 
thorizing the finance agency to cancel 
a credit agreement for default and to 
obtain the return premium from the 
insurer. When such authority is ex- 
ercised and the insurer in turn can- 
cels the financed policy, cancellation 
must be short rate. 

In the case of direct financing by 
an insurer, default by the insurer 
leading to cancellation by the com- 
pany is equivalent to a request of the 
insured to cancel, and such cancella- 
tion should also be short rate. Uni- 
formity in this respect will avoid the 
discrimination inherent in differing 
cancellation practices in third party 
and direct company finance plans. 


Other Features 


2. Since the third party assignee of 
a return premium has no _ greater 
standing than the insured, guarantees 
to banks and other finance instru- 
mentalities by insurers against loss 
from default or from a lower rate of 
return than anticipated constitute dis- 
crimination against insured who do 
not require credit. Such arrangements 
should be eliminated as regards prem- 
ium financing in New York. 


As Competition Mounts, 
Michigan Blue Cross 


Forms Member Councils 

LANSING—Apparently seeking to 
forestall further competitive moves in 
their field, Michigan Hospital Service 
(Blue Cross) and Michigan Medical 
Service (Blue Shield) are forming 
member councils throughout the state 
to “discuss health services.” 

First of these councils held its or- 
ganizational session here last week 
and it is planned to establish several 
in key cities throughout the state. 

H. G. Pearce, Blue Cross director of 
enrollment, told the Lansing group “we 
need the council to give us direct con- 
tact with the public.” He explained, 
however, that the council would serve 
as a “two-way street” in that prob- 
lems of the services could be aired to 
representative citizens while the pub- 
lic’s “gripes and suggestions” could be 
transmitted to Blue Cross-Blue Shield. 


Denies Competition Motive 


William S. McNary, executive vice- 
president and general manager of Blue 
Cross, denied the council idea is de- 
signed to “meet opposition,” declaring 
that the “council theory has been 
under study for the past three years 
for the last year under very intensive 
study.” 

It was regarded as significant, how- 
ever, that the first council is being 
formed on the heels of the announce- 
ment of detailed plans for the United 
Auto Workers-sponsored Community 
Health Assn. This organization, formed 
largely because of dissatisfaction with 
Blue Cross-Blue Shield service, plans 
a broad health service for its members, 
operated through Metropolitan Hospi- 
tal, Detroit. 





3. The requirement of a sufficient 
down payment to cover the short rate 
earned premium mat all times would 
eliminate most of the demand for 
guarantees. It would also avoid the 
possibility of discrimination against 
insured on a cash basis because of the 
bad debts incurred on insured with 
insufficient unearned reserves secur- 
ing their premium notes. 


4. All company plans should review 
their interest rates and service charges 
to ensure full compliance with the 
new statutes. 

5. Section 153 of the New York law 
prohibits an authorized insurer from 
accepting premiums advanced under a 
premium finance agreement from 
those not permitted to do so under ar- 
ticle XII-B of the banking law. 

6. A few mutual insurers make use 
of instalment plans which are not part 
of the policy or of any rate filing and 
which are not evidenced by notes or 
other types of premium finance agree- 
ment, pursuant to subdivisions five 
and six of section 70 of the New York 
law. Uncollected premiums under 


these plans are not considered to be 
admissible assets after expiration of 
90 days from policy inception, as pre- 
scribed by the law. 


fulfill their fiduciary duties, leaving 
insured without any practical means 
of redress. 

The act would establish standards 
concerning the placement of surplus 
lines and would require reports there- 
on. It would impose requirements nec- 
essary to make regulation and control 
of such insurance reasonably complete 
and effective to provide orderly access 
to non-admitted insurers and, at the 
same time, insure the maintenance of 
fair and honest markets and the pro- 
tection of admitted insurers from un- 
fair competition. 

To carry out these purposes, the act 
covers three main areas—the surplus 
lines agent, the non-admitted insurers 
and the placement of insurance with 
such insurers. 

With respect to surplus lines agents, 
the act would require licensing after a 
demonstration that the agent is com- 
petent and trustworthy and has passed 
a written examination. Before a license 
can be issued, the agent must file a 
bond to insure compliance with the 
law in the sum of $10,000, or $20,000, 
if a corporation. 


Further Duties 


Such surplus lines agents are the 
exclusive vehicle through which in- 
surance may be placed in non-admitted 
insurers. In placing any such insur- 
ance, the surplus lines agent is re- 
quired to file with the commissioner a 
copy of the document confirming the 
insurance, which must contain the full 
details of the coverage. He must also 
file with the commissioner an affidavit 
setting forth his efforts to place cover- 
age with authorized insurers, and the 
results of such efforts. A quarterly re- 
port containing a summary of the 
surplus lines insurance transactions 
must be filed with the commissioner. 
A full record of each contract placed 
must be maintained by the agent in 
his office in the state for three years, 
with the records open to examination 
by the commissioner. 


Details Obligations 


The proposed act also details the 
agent’s obligations to the purchaser of 
insurer. An agent is required to issue 
promptly and deliver to insured evi- 
dence of the coverage placed, either in 
the form of a policy or some other con- 
firmation of insurance executed or 
countersigned by him. Before issuing 
any such document or representing 
that insurance will or has been granted 
by any non-admitted insurer, the 
agent is required to have written 
authority therefor, or information that 
such insurance has been granted by 
the insurer. 

If a policy is not available when the 
insurance is placed, the agent must 
deliver the policy to insured within a 
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stated period after placement. If the 
premium has been paid by insured to 
the surplus lines agent, the non-ad- 
mitted insurer is deemed to have re- 
ceived it, whether paid or not by the 
agent. The agent is responsible for the 
collection of the premium tax from 
insured which is to be forwarded to 
the commissioner with a quarterly 
report. The contract of insurance fur- 
nished to insured must have on the 
outside thereof, the agent’s name, 
address, and license number, the name 
of the broker through whom the busi- 
ness originated, and the statement 
that the insurance was issued pursuant 
to the provisions of the surplus lines 
law. 


Other Features 


The license of a surplus lines agent 
may be suspended or revoked or the 
renewal refused upon various grounds. 
These include removal of his office or 
accounts and records from the state, 
closure of his office for more than 30 
consecutive days without permission 
of the commissioner, failure to make 
and file quarterly reports, or to pay 
the premium tax, or to maintain his 
bond, the suspension, revocation, or 
refusal to renew any other license 
issued by the commissioner, the lack 
of qualification for an original surplus 
lines agent’s license, or for the viola- 
tion of any provision of the uniform 
act. 

Orderly access to and effective re- 
gulation of non-admitted insurers is 
amply provided for by the proposal. 
Except for reinsurance, railroad, avia- 
tion and “wet marine” covers, the 
transaction of an insurance business 
by or on behalf of a non-admitted 
insurer, except in accordance with the 
act, is prohibited. Furthermore, as a 
general proposition, suits by non-ad- 
mitted insurers may not be maintained. 
A surplus lines agent may place 
coverage only with an eligible non- 
admitted insurer. 


Must Be Solvent 


The method by which a non-ad- 
mitted insurer may be found eligible 
is set forth. An application for eligi- 
bility can only be filed by a licensed 
surplus lines agent. The non-admitted 
insurer, in order to attain an eligible 
status, must offer satisfactory evidence 
with respect to its financial solvency 
and trustworthiness. Specifically, it 
must be a currently authorized insurer 
in its domiciliary jurisdiction as to the 
kind or kinds of insurance to be placed 
and have been so authorized for at 
least a fixed period of time. It must 
present to the commissioner two au- 
thenticated copies of its current annual 
financial statement. 

The policyholders’ surplus must be 
not less than that required for a like 





with INS-BANK? 


not qualify for position openings. . . 


Suite 1402 Davis Bldg., Dallas 





INSURANCE MANAGEMENT 
... NOTICE... 


In the vault at INS-BANK are records revealing years of experience in various 
insurance and banking capacities. Has your personnel department applied for any 
withdrawals from our BANK OF INSURANCE AND BANKING EXPERIENCE? 

At INS-BANK, job requirements are matched with a registrant's capabilities—and 
—only persons qualified to perform the duties you specify are referred to your 
Company. This is made possible because INS-BANK exclusively services the IN- 
SURANCE and BANKING INDUSTRIES. Thus, people with INSURANCE AND 
BANKING experience register with INS-BANK. 

Qualified trainee through top level management personnel are registered with INS- 
BANK now—many are registering daily. Could it be that a person experienced in 
performing the duties of a vacant position in your office is awaiting your contact 


ELIMINATE the unproductive time consuming interviews with applicants that do 
CREATE time that will better enable your PERSONNEL DEPARTMENT to direct 


its activities toward relief of any inter-office problems. 

GIVE your department heads the personnel service they deserve...... 
ARRANGE for INS-BANK service to your Company—contact Mr. H. H. Allen at 
RI 8-7155 or write 1402 Davis Building, Dallas, Texas. 


INS-BANK ASSOCIATES 


"Serving Only the Insurance and Banking Industries” 


Riverside 8-7155 
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acmitted insurer. If it is an alien 
insurer, it must also have and main- 
tain in the U.S. an irrevocable trust 
fund under terms adequately protect- 
ing all of its policyholders and credi- 
tors in the U. S. in amounts which 
have been suggested as $400,000 or, 
where a group of insurers is involved, 
$10 million. The insurer must be of 
good repute and provide reasonably 
prompt service to policyholders in the 
payment of just losses and claims. 


Status Not Granted 


As a further guard against the possi- 
bility of damage to the buying public, 
the status of eligibility can not be 
granted to a non-admitted insurer, if 
its management is found to be incom- 
petent or untrustworthy or so lacking 
in insurance managerial experience as 
to be hazardous to the buying public. 
Further, the status of eligibility will 
not be granted if it appears that the 
insured is affiliated, directly or in- 
directly, through ownership, control, 
reinsurance, or other insurance or 
business relations with any person or 
persons whose business operations are 
or have been detrimental to policy- 
holders, stockholders, investors, cred- 
itors, or to the public. 

The commissioner is required to 
publish a list of all currently eligible 
surplus lines insurers and to mail a 
copy thereof to each surplus lines 
agent. 

While the determination of eligibilty 
does not carry with it any duty to 
examine the non-admitted insurer, the 
commissioner must withdraw the eligi- 
bility of any such insurer if, at any 
time, he has reason to believe that it 
is insolvent or in unsound financial 
condition, or no longer eligible. In ad- 
dition, the commissioner may with- 
draw such eligibility if he finds after 
a hearing, upon notice to all surplus 
lines agents, that an eligible insurer 
has willfully violated the law of the 
state or does not make reasonably 
prompt payment of just losses and 
claims in the state or elsewhere. 
Whenever the eligibility status of a 
non-admitted insurer has been with- 
drawn by the commissioner, notice of 
such termination must be sent prompt- 
ly to all licensed surplus lines agents. 


Proof Necessary 


The conditions under which sur- 
plus lines insurance is authorized are 
designed to comply with the purposes 
of the proposed bill. It must be shown 
that the coverage cannot be procured 
from admitted insurers. The insurance 
must be eligible for “export,” that is, 
authorized to be placed with a non- 
admitted insurer in accordance with 
the provisions of the act. The insurer 
must be a neligible surplus lines in- 
surer and, lastly, coverage must be 
placed through a licensed surplus lines 
agent. 


Must Meet Conditions 


In order to be eligible for export, 
the insurance must meet all of the 
statutory conditions. These are (1) the 
full amount required must not be 
procurable from among insurers au- 
thorized to transact that kind and class 
of insurance in the state, (2) the 
amount of coverage may be only the 
excess over the amount procurable 
from such admitted insurers, (3) the 
premium rate may not be lower than 
the lowest rate which has been filed by 
or on behalf of an admitted insurer, 
and (4) the coverage shall not be 
different from similar contracts in 
actual use by the majority of admitted 
insurers writing similar coverages 
for similar risks. 

The act further provides that in 
addition to insurance meeting the 
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conditions above referred to, the com- 
missioner may, by rules and regula- 
tions, declare eligible for export any 
class or class of insurance coverage 
or risk for which he finds, after a 
hearing held at least annually with 
notice to insurers admitted to transact 
such class or classes, that there is no 
reasonable market therefor among ad- 
mitted insurers. 


Miscellaneous Features 


The act contains other miscellaneous 
provisions which also fulfill its stated 
purposes. Competition by admitted in- 
surers for those classes of insurance 
which the commissioner has found to 
be eligible for export is permitted 
without regard to rate filings other- 
wise applicable. The surplus lines 
business may be originated by a sur- 
plus lines agent, or he may accept it 
from any licensed agent or broker. 

To cover the situation where it is not 
possible to procure coverage either in 
whole or in part from authorized in- 


surers, or eligible non-admitted in- 
surers, the act provides that, under 
such circumstances, a surplus lines 


agent, upon filing with the commis- 
sioner an affidavit setting forth the 


facts, may places such coverage under 
ee-.a:n conditions with a non-admitted 
insurer not cligible. The conditions 
inc:uce depositing U. S. bonds valued 
at $20,000 to be held for the benefit of 
a stated number of policyhold-rs, the 
filing of a certified copy of its current 
annual financial statement showing 
net assets of at least $500,000, of which 
at least $300,000 are liquid assets, and 
a statement on the face of the policy 
that all or some of the insurers are 
non-admitted and have not been ap- 
proved, and that the placing of the 
insurance is not to be construed as 
an approval of the insurer. 


Checks Domestic Insurers 


One important provision in the pro- 
posed bill deals with the problems of 
unauthorized operations of domestic 
insurers. In effect, it prohibits a do- 
mestic insurer from knowingly solicit- 
ing or effectuating insurance in any 
state in which it is not then licensed 
or admitted as an insurer, provided 
that the laws of such state impose a 
similar prohibition upon its domestic 
insurers. This particular provision, if 
adopted by all states, would result in 
the elimination of what, at present, is 
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Crandall Is General 
Manager At Des Moines 


Alanson Crandall has been named 
general manager at Des Moines by 
Aetna Casualty. He has been manager 
at Des Moines for three years, and 
now will have charge of the unified 
casualty, fire and marine operations. 

Mr. Crandall joined Aetna Casualty 
at Providence in 1946 and later served 
as agency supervisor and agency su- 
perintendent at the Hartford office. He 
was assistant manager at Indianapolis 
two years before going to Des Moines. 


Files Deviations In Idaho 

Civil Service Employees Ins. Co. has 
filed a 10% deviation from National 
Bureau’s homeowners rates and a 20% 
deviation on the bureau’s other fire 
and allied lines rates in Idaho. 





a source of unfair competition to au- 
thorized insurers. 

To supervise all of the operations 
under the provisions of the uniform 
act, a surplus lines examining office is 
to be established and maintained by 
the commissioners. 


HIGHER LIMITS ON AUTO 
.» AT COMPETITIVE RATES? 


It’s a fact! With court awards continuing to exceed minimum 


legal limits your clients can’t afford to be under-insured. 


Higher liability limits are available at favorable rates. Arrange 


this excess coverage for your insureds through our facilities. 


See or write us now for further information or applications! 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Blvd. * Chicago 4 * WAbash 2-4280 
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SERVICE 
IS OUR NAME! 


Public Service has shown a very steady and 
significant growth over the years. 

This has been built in large measure on 
what our name signifies — Service. 
Shouldn’t you consider our service? 


20% DEVIATION — General Liability All Forms 
15% DEVIATION — Fire and Allied Lines 


10% DEVIATION — Automobile, Bodily Injury and 
Property Damage Liability: All Classes 


SPECIAL DIVIDEND PAYING— Workmen’s Compensation 





& our deviation arrangement and liberal commis- te 
sion make Public Service insurance easier to sell. 


MUTUAL INSURANCE COMPANY 


HOME OFFICE 
1@ COLUMBUS CIRCLE 
NEW YORK 19,N. Y. 


36 years of public service 
W. E. DANDRIDGE, Agency Supt. 
Write for address 
of branch office 


nearest you. 





Deviations and Dividends shown for New York State; ... for ether states, write New Yerk office. 





III In First Issue Of 
Information Journal 


The first issue of Journal of Insur- 
ance Information has been published 
by Insurance Information Institute. 
The publication—formerly the Casu- 
alty & Surety Journal—has a mailing 
list of 65,000, including the 34,000 
members of National Assn. of Insur- 
ance Agents. 

J. Carroll Bateman, general manager 
of III, said that the new journal will 
attempt to present the philosophy and 
views of insurer management on cur- 
rent developments and trends, as well 
as the views of producers. Articles by 
producers on their own operations will 
be featured to guide others in sales 
and allied problems. 


Herd Has Article 


The July-August issue, to be fol- 
lowed by bimonthly publication, fea- 
tures an article by J. Victor Herd, 
chairman of America Fore Loyalty, on 
insurance as a competitive enterprise 
at work. Mr. Herd points out that the 
1959 underwriting and investment in- 
come of all companies was $32.96 bil- 
lion, compared to $43.5 billion in stock 
sales on the New York Stock Exchange 
in 1959, and to $18.7 billion and $14.5 
billion for private industrial construc- 
tion and auto and truck production, 
respectively, for the year 1955. 

However spectacular the business of 
insurance may be in its scope, the 
profit motive must prevail, Mr. Herd 
notes. Management should not be sat- 
isfied with anything less than a 6% 
underwriting profit on property cov- 
erages and something around 4% on 
casualty covers, including workmen’s 
compensation. Both figures are aver- 
ages, he stressed. 

The first issue also carries articles 
on personal surveys, underwriting 
maps, and professional status for the 
producer, as well as a feature on court 
decisions and an editorial reprinted 
from the THE NATIONAL UNDERWRITER. 
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* Surplus lines written through licensed agents in other states which permit non-admitted carriers to write liability 


coverages. 


Fire 


Fidelity and Surety 
Comprehensve General 


Automobile 


EMPIRE MUTUAL 


Reinsurance 


SURPLUS LINE AGENTS 


BINDING 


Teletype unit installed in your office at our expense 
to give you instant replies to your inquiries. 
All lines of coverages—vwritten in 20 year old company. 


* Primary coverages in Pennsylvania 


Excess Limits 





Teo 


220 South 16th Street 
Philadelphia, Pennsylvania 


TWX + PH 1587 


Owners, Landlords, and Tenants Liability 


INSURANCE COMPANY 


FACILITIES— 


Manufacturers and Contractors 
Garage Liability 
Liquor Liability 
Retrospective Contracts 


(a) Physical Damage 
(b) Auto Liability 


PHONE KINGSLEY 6-0480 
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Dallas Agents Contest 
Guaranty Bond OK 


DALLAS—Suit contesting the order 
of the Texas board approving the con- 
troversial guaranty bond agreement of 
International Service of Fort Worth 
was filed in the district court at Aus- 
tin by Dallas Assn. of Insurance 
Agents and Floyd West & Co., Dallas 
managing general agency. 

The suit, which charges that use of 
the guaranty bond “is an attempt to 
subvert, evade and avoid’’ the Texas 
fire insurance rating law, seeks first 
a temporary restraining order, then a 
permanent injunction and ultimately a 
reversal of the board’s order, on which 
members were divided two to one. 
First hearing on the suit has been set 
for Aug. 22. 

Defendants in the suit, in addition 
to International Service, are Fort 
Worth Lloyd’s and the Texas board. 
The guaranty bond agreement, in the 
form of an endorsement, provides in 
effect that the issuing company would 
become liable for any claim or loss if 
for any reason the guaranteed com- 
pany is unable to pay in full or in 
part. 

The filing was made under casualty 
rating laws with the contention that 
the agreement is suretyship. On the 
other hand, the Dallas agents argue 
that any approval of the agreement 
should be based on the ground that it 
is fire insurance since the only use 
made of the agreement would be to 
pay a fire loss. 

The guaranty bond proposal has 
been before the board for nearly a 
year. At first it was approved and 
then rescinded and later, when a re- 
vised filing was made, it was disap- 
proved. Following numerous hearings 
and conferences the board issued its 
approval order July 19. 


Meeker-Magner Agency 
Forms Surplus, Excess 


Lines Department 


Meeker-Magner, Chicago general 
agency, has formed a surplus and ex- 
cess lines department. It has also been 
named a Lloyd’s correspondent, one of 
the few such appointments in recent 
years. 

B. Stuart Weyforth, newly appointed 
vice-president, will head the new de- 
partment and will be assisted by Peter 
H. Wood, who has been named under- 
writing manager. Mr. Weyforth has 
had 24 years of experience in the 
domestic and foreign fields as pro- 
ducer, technician and executive. Mr. 
Wood has Lloyd’s experience, having 
worked for a Chicago correspondent 
for a number of years. Prior to that, he 
spent five years with a British com- 
pany in London. 


Roth Florida Manager Of 
Phoenix Of London Group 


Phoenix of London group has ap- 
pointed James E. Roth manager of the 
Florida service office at St. Petersburg, 
Fla. Most recently he has been state 
agent of the group in southern Cali- 
fornia. The Florida office will contin- 
ue to report to New York. 


Frigon Appoints Kilburg 


I. S. Frigon & Co., Chicago adjusters 
and surveyors, has named Arthur B. 
Kilburg to the staff. Formerly super- 
visor of fire claims for Cook County 
Loss Adjustment Bureau, he has most 
recently spent seven years with Daniel 
C. Swanson & Co., handling fire and 
marine adjustments. 
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(CONTINUED FROM PAGE 1) 
criticism of Blue Cross plans, and it 
is implied that this has been an im- 
portant factor in forcing up rates so 
substantially in recent years. 

A study of costs in 232 hospitals in 
the state for a 10-year period demon- 
strates that wages and salaries account 
for about two-thirds of expenditures, 
the report states, and that such pay- 
rolls increased by 153% between 1947 
and 1957. Most of the increase is at- 
tributable to professional services. 

The report notes that due to the 
erosion of reserves of Blue Cross plans 
it is evident that their contracts have 
been underpriced. The public also has 
been receiving care subsidized by un- 
derpaid hospital personnel. 

There was a state wide average in- 
crease of $13.16 in patient-day costs in 
the 10-year period, the report states. 
Hospital salaries, wages and fringe 
benefits in general have not kept pace 
with industry. 


10 Year Trend 


Projections of trends during the 10 
years 1947-57 indicate that hospital 
costs will increase at least 50% by 
1967. The recommendations made by 
the study team, while they should 
reduce unnecessary costs, will not low- 
er current costs because savings will 
be more than offset by cost increases 
due to better salaries and wages, ad- 
vances in medical science and general 
inflationary trends. 

The study concedes that utilization 
is an important consideration in hos- 
pital costs. Some admissions to hos- 
pitals could clearly be avoided by 
ambulatory diagnostic or treatment 
provisions. There are wide variations 
in length of stay in different hospitals 
for patients with the same problems. 
These variations deserve regional scru- 
tiny and interpretation by profession- 
ally competent persons. Each hospital 
needs a committee to review utiliza- 
tion and to participate in regional 
consideration of available health serv- 
ices and their utilization, their stand- 
ards and the need for additional serv- 
ices and facilities. 

However, the study notes, there is 
considerable _ scientific evidence to 
show that many members of the pub- 
lic need more care than they now are 
receiving. 

Rate increases cannot be avoided, 
the study concludes. Consequently/ 
the public at large, labor and man- 
agement need to be kept informed as 
to trends and projections in hospital 
utilization and costs, in order to plan 
and budget realistically as they now 
do for other types of expenditures. 

Among other suggestions, the report 
emphasizes the need of plans to ex- 
pand their scope of benefits to the 
greatest practicable extent, including 
outpatient services. Also, the plans 
need to renew and strengthen the 
principle of “community rating’ as 
against experience rating. Community 
rating will reflect the needs of the 
high-incidence groups as well as those 
of low-incidence groups. 


Recommends Review 


The study recommends a _ hospital 
review and planning commission for 
the state. This would deal with such 
problems as hospital costs, utilization, 
rate increases, extending enrollment, 
improvement of benefits, promotion of 
standards and community planning for 
health services including decisions as 
to the need for the construction of fa- 
cilities. Among other things, the com- 
mission would serve as an official ad- 
visory body to the insurance depart- 


XUM 


HteNATIONAL UNDERWRITER 


t Two Year Hospitalization Study Viewed 


ment, 

Also recommended are regional hos- 
pital review and planning councils. 
These would, inter alia, review re- 
quests for rate increases and changes 
in benefits and transmit such requests 
with appropriate comments to the 
state-level commission for the infor- 
mation of the insurance department. 

The report observes that the Blue 
Cross plans now provide _ prepaid 
hospitalization coverage to more than 


one-half of the population. They must, 
the study states, continue to expand 
their community coverage and to fos- 
ter development of additional types of 
coverage in and out of the hospital, 
such as nursing home care, home care 
and ambulatory diagnostic services. 
Consequently, directors of the plans 
should include representatives of in- 
dustry, labor, official and voluntary 
health and welfare agencies, and the 
public, as well as hospital trustees, 
doctors, nurses and social workers. 
The study urges each plan to work 
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towards 120 days’ coverage for all hos- 
pital admissions, and all inpatient hos- 
pital services with a few specified ex- 
ceptions should be provided as a serv- 
ice benefit. The benefits should be 
uniform state-wide. When this level of 
benefits is achieved, additional cover- 
age in days can be provided with rel- 
atively little added expense, as has 
been demonstrated elsewhere. 

Blue Cross patients should receive 
post-hospital care under adequate pro- 
fessional standards. The 1959 legisla- 
ture removed legal barriers to pay- 
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ment for care in the home by Blue 
Cross, and all plans, as some now are 
doing, should develop needed services 
where they do not exist. 

The insurance department should 
approve, for experimental purposes, 
the provision in hospitals on an out- 
patient basis of laboratory tests, x- 
rays, electrocardiograms, physiother- 
apy and other ancillary services now 
available to the subscriber through 
his contract only as an inpatient ex- 
cept in cases of emergency treatment. 
This, the study states, would make 
medical care by the physician more 
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flexible, aid him in early diagnosis, 
avoid unnecessary inpatient admissions 
and gain more experience with the 
effect of such coverage on costs, utili- 
zation and capital construction. Such 
ambulatory services were provided by 
hospitals to private paying patients 
before Blue Cross came into existence. 
Their inclusion as a contractual ben- 
efit is long overdue. 


Restrictive Conditions 


Restrictions relating to pre-existing 
conditions should be eliminated from 
all types of Blue Cross group coverage, 


the study urges, Indemnity payments 
by Blue Cross should be reviewed by 
the insurance department since such 
payments appear to be incompatible 
with the concept of service benefits 
originally authorized by the legisla- 
ture, the study declares. 

The study urges legislation along the 
lines recommended by the Metcalf 
committee in the area of cancellation, 
termination, non-renewal or lack of 
conversion privileges in both commer- 
cial and nonprofit health insurance. It 
is recommended also that the insur- 
ance department review the methods 
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used by all insurers for notifying sub- 
scribers of their conversion rights. 

In addition to a state-level commis- 
sion and regional council, the study 
recommends that individual hospitals, 
hospital associations and _ councils, 
medical societies and other groups 
participate in a program for collecting, 
analyzing and interpreting data on 
hospital patient care, costs, and fi- 
nancial operations. Such information 
would be disseminated to hospital 
management, regional councils and 
others. For example, the hospitals 
might establish a state-wide quarterly 
index of hospital wages and regu- 
larly share with the public informa- 
tion on personnel policies and prac- 
tices. Another suggestion is a hospital 
center for management research plan- 
ning and development. 


Utilization Committee Suggested 


Every hospital should have a com- 
mittee on utilization continuously to 
study admissions, use of services, 
length of stay and standards of care, 
with reports to regional councils. 

The study makes several recom- 
mendations with respect to reimburs- 
ing hospitals. Blue Cross should not 
guarantee any hospital a profit. 

Blue Cross should return to _ its 
original principle of paying only ac- 
credited hospitals. Too much money is 
going to substandard facilities, accord- 
ing to the report. 

Further, the regional councils should 
hold public hearings at intervals, per- 
haps every two to four years, to foster 
public understanding of trends and 
new developments or problems in local 
utilization, costs, facilities, benefits, 
etc.—so that the community will bet- 
ter understand the need for rate chang- 
es. The insurance department should 
grant rate changes for at least one 
year and for probably not more than 
two years. 


Advertising Plans 


There has been some criticism of 
plans for advertising, particularly on 
TV. The study staff opines that the 
plans have an obligation to inform the 
community of plan benefits and how 
to obtain them. The media is up to the 
managerial judgment of plan directors. 
The quality of the advertising done 
may be questioned by some, and there 
have been assertions that the adver- 
tising claims of the plans have been 
misleading and inaccurate. For exam- 
ple, one plan is said not to tell in its 
advertising that it excludes newborn 
infants from coverage. This creates ill 
will, according to the study, which 
suggests that the insurance depart- 
ment can exert discipline under its 
advertising regulations., 

The New York City plan spent al- 
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most one-half of 1% of premiums for 
advertising in 1958. The plans have 
salaried enrollment representatives. 
Solicitation costs vary widely in rela- 
tion to premiums, plan to plan, and 
the New York City plan spends much 
more than the other seven plans. The 
solicitation expenditures of the New 
York City plan equalled 2.38% of 
premiums in 1958. The total for all 
eight plans was 1.98%. 


Figures Indicated 


The impact of size on cost is indi- 
eated in figures the report publishes 
on operating expenses of several plans, 
For example, in Blue Cross plans 
with less than 50,000 members on 
Dec. 31, 1957, the 1957 operating ex- 
pense per subscriber contract in Great 
Falls, Mont., was $10.75 and per mem- 
ber $4.38, while for the New York City 
plan these figures were $3.66 and 
$1.62. However, there is a wide vari- 
ance in costs for plans of relatively the 
same size. In the less-than-50,000 cat- 
egory, the figures for Boise, second 
highest in the list, were $10.25 and 
$3.20, compared with Wheeling, W. Va., 
with $2.68 and $1.12. 

The range of difference is substan- 
tial but not so great as this in plans 
with more than one million members 
at 1957 year end. The per subscriber 
cost for Boston for 1957 was $2.33, for 
Dallas $4.46. 

The rise in costs is also shown. For 
New York City the per subscriber ex- 
pense in 1953 was $2.99, in 1957 $3.66. 
For Chicago the rise was from $3.47 
to $3.68, for Baltimore $2.26 to $2.90. 


Coverage Recommendations 


In the area of coverage, the study 
staff recommends coverage for infants 
during the first 90 days of life, 120 
days for mental illness, full semi-pri- 
vate room service, full payment for 
drugs in the hospital, all laboratory 
service, operating room. service, di- 
agnostic x-ray service, anesthesia serv- 
ice (administration and supplies), oxy- 
gen service, electrocardiogram service. 
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blood and plasma but not the cost of 
either, radium and x-ray therapy, full 
tuberculosis care, full venereal disease 
care, full drug addiction care, full 
communicable disease coverage, full 
coverage of pre-existing conditions, 
emergency outpatient service, and out- 
patient minor surgery. The additional 
cost of these coverages would be 25 
cents for individuals in the New York 
City plan and 60 cents for family 
memberships. 


Should Provide Conversion 


In discussing cancellation and con- 
version, the report states that “ade- 
quate provision for health insurance 
coverage for the aged requires that all 
insurance carriers, Blue Cross and 
commercial companies alike, take re- 
sponsibility for providing conversion 
health insurance policies at a reason- 
able cost.” 

If Blue Cross, which does allow con- 
version, is to operate as a social de- 
vice for providing coverage for the 
elderly, “then commercial insurance 
companies must carry a _ reasonable 
proportion of older citizens as well,” 
the report declares. Otherwise, Blue 
Cross rates will be higher for similar 
coverage in a commercial insurer, 


Notification Of Subscribers’ Rights 


The study recommends a study of 
notification of Blue Cross conversion 
rights to see that group subscribers 
know what those rights are. Blue Cross 
does not notify group subscribers. Here 
the report points out that many com- 
mercial insurers refuse to permit con- 
version from group to non-group cov- 
erage. “It should be a matter of con- 
tinuing public, legislative and execu- 
tive concern as to why such practices 


are allowed to continue,” the study 
declares. 
Because of suggestions made from 


time to time that Blue Cross should 
adopt deductible and coinsurance fea- 
tures to reduce rates, the Columbia 
study group analyzed a matched sam- 
ple of Blue Cross and General Electric 



























Also, physiotherapy service, basal (whose plan has a $25 deductible, full 
metabolism tests, administration of pay to $225, and then 85% coinsurance 
= ’ Fi 
nar “BRIGHT IDEA! 
” 
wn * 
—— {©] ERRORS 
ust 
ral = I 
“OMISSIONS 
Here’s your market for Errors & Omissions 
coverage ...a market for— 
USUAL ARCHITECTS 
AND ACCOUNTANTS 
UNUSUAL LAWYERS 
COVERAGES INSURANCE AGENTS AND BROKERS 
= and, of course, for other professions, too. 
LLOYD'S Call A. F, Shaw & Co. today for extra 
LONDON — service on your Errors & Omissions 
ee | We 
J extensive MARKETING FACILITIES 
INSURANCE EXCHANGE BUILDING * CHICAGO 4+ WABASH 2-l1068 











to $7,500 in any calendar year) pa- 
tients. The results of this study were 
mystifying, so much so that the Co- 
lumbia University group urges further 
investigation. For example, the av- 
erage length of stay for Blue Cross 
patients in the two Albany area hos- 
pitals is higher than that for General 
Electric patients in the same hospitals. 
But the reverse is true in the Syracuse 
area. The differences are enough to 
be meaningful, but the study group 
does not know what they mean. Also, 
in one area charges were higher for 
one group than the other, but in the 
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in arranging proper coverage 
for insurance agents and brokers 
on offshore drilling and produc- 
tion equipment since the earliest 
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other area the reverse was true. 

The university team closely studied 
the subject of utilization. The find- 
ings showed considerable variation be- 
tween stays of those admitted on 
Tuesday and those admitted on Fri- 
days and between surgical and med- 
ical patients. Sex is an important var- 
iable after age 65 when female pa- 
tients stay longer than males. Length 
of stay was uniformly longer in all 
metropolitan hospitals than in non- 
metropolitan. For the most part pa- 
tients admitted Friday stayed longer 
than those admitted Tuesday. 
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Fund Reports Profit 
At End Of Ist Half 


Operations of Fireman’s Fund and 
affiliates resulted in a net profit of 
$5,048,000 and earnings of $1.98 per 
share in the first six months. First 
half earnings in 1959 were $1.50. 

The company wrote premiums of 
$131,094,000, an increase of $5,604,000. 
The net underwriting loss was $2,435,- 
000 against $5,024,000 in 1959. Invest- 
ment income increased 12.5% over the 
corresponding period last year. The 
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unearned premium reserve increased 
$6,809,000 to $217 million. 

Total assets amounted to $560,502,- 
906, down about a million from the end 
of 1959. 

N. H. Johnson Names Eastman 

J. Jerome Eastman has joined New- 
ton H. Johnson & Associates, Toledo, 
O., as director of special risk retire- 
ment plans. He was former special 
agent for Continental Casualty at Co- 
lumbus, and more recently was field 
supervisor for Continental’s Toledo 
service office. 


Security-Connecticut 
In First Half Gains 


Security of Connecticut group had 
an underwriting gain of $666,958 for 
the first six months of 1960 compared 
with a gain of $241,073 for the same 
period last year. Premiums written in- 
creased $2,588,820 to $13,504,770. 
Earned premiums were $12,343,465 
compared with $10,870,623. 

Policyholders surplus rose to $13,- 
132,248 from $11,816,602. Ratio of 
losses and loss expenses to premiums 
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earned was 47.8%. 
writing expenses to premiums written 
was 42.7%. June 30, 1959, figures were 
55.0% and 42.6%, respectively. Com- 
bined underwriting ratio for the first 
half of 1960 was 90.5%, down from 
97% last year. 

Investment income increased by 39% 
to $614,190. Assets on June 30 were 
$54,262,527, up $4,626,146 from Dee. 
31, 1959. 


Royal Globe Makes 
Managerial Shifts 


Royal-Globe has appointed Charles 
F, Cliggett regional manager at De- 
troit to succeed C. R. Bock, who has 
been transferred to Chicago to fill the 
newly created post of production man- 
ager of the brokerage, general cover 
and special service departments of the 
western department. 

Mr. Cliggett has been assistant re- 
gional manager at Philadelphia where 
he is replaced by William K. Ottman. 
Edward L. Bremner has been named 
superintendent of the bond department 
at Philadelphia to succeed F. W. Hill 
who has been appointed assistant man- 
ager of the New York bond unit. 


Other Changes 


B. L. Ferguson, formerly casualty 
manager at Dallas, has been trans- 
ferred to Detroit as assistant regional 
manager. He will have senior respon- 
sibility for casualty underwriting. C, 
G. Griffith succeeds Mr. Ferguson at 


Dallas. Mr. Griffith has been casualty | 


manager at San Antonio where he is 
succeeded by William S. Stokes, for- 
merly supervising casualty underwrit- 
er there. 

James L. Pickering, former casualty 
manager at Indianapolis, has been 
transferred to Cleveland as casualty 
manager of regional operations. Gor- 
don McLean succeeds Mr. Pickering 
at Indianapolis. 

Named casualty manager at Balti- 
more is Andrew E. Papay, former 
casualty manager at Washington, D.C., 
where he is replaced by John W, Bur- 
chell who has been supervising casu- 
alty underwriter. 

Benjamin J. Hubay has been named 
assistant fire manager for the metro- 
politan and suburban fire underwrit- 
ing departments in New York, and 
Frank E. Runey has been appointed 
production manager for the Michigan 
region. 


N. H. Agents’ Card Set 


The program has been completed for 
the annual meeting of New Hampshire 
Assn. of Insurance Agents Sept. 19-20 
at Mount Washington Hotel, Bretton 
Woods. 

John R. Barry, president of Corroon 
& Reynolds, will speak on current de- 
velopments, with particular reference 
to the commission situation. Cooper M. 
Cubbedge, Jacksonville, executive 
committee member of NAIA, will dis- 
cuss that organization’s activities. 

Other speakers are William H. 
Brewster, special public relations as- 
sistant to the general manager of 
National Bureau, on highway safety; 
Clark R. Pace, financial editor and 
assistant managing editor of Business 
Week, on the economic outlook, and 
James S. Cawley, McGraw-Hill Co., 
on sales. 


Caldwell Names Jones At Dallas 

Orvil L. Jones has been made man- 
ager of the Dallas office of Lloyd Cald- 
well Claim Service of San Antonio. 
He has been in the adjusting business 
for 16 years and has been with Lloyd 
Caldwell since 1952, all of that time 
at Dallas. 


The ratio of under- | 


Hen 
|Adm 


Arthur 
ithe pres 
tional U 
ic* h 
elected t 
ditional } 
ministrat 
presiden’ 

Mr. | 
has beer 
organiza 
1946 wh 
named \ 
dent of 
Philippiz 
and wen 
ila to : 
the bu 
that com 
He beca! 
company 
to New 
E.A.G. \ 
executiv: 
office. 

Prior 1 
was witl 
and und 
to 1925. 
joined F 
In 1928 
[es a cor 
H.T.E. E 
as vice- 
until hi 
Henders 
with Fly 
York. 








Linste 
Reha 


Exten: 
centers 
progress 
ers seric 
cidents, 
Employe 

Betwe 
Mutuals 
habilitat 
riplegic 
of 2,489 
dustrial 
number 
ters, 699 
plegic c: 
itated a 
able to 

“Most 
by brin; 
tient ra‘ 
tient to 
explaine 
patient 
nity, am 
an imp 
moral s 
ceived 1 
home e! 














| Require 


Succe 
\injured 
‘nated € 
vocatior 
pointed 
bilitatio 
vide th 
of the « 
are now 
ful live 
Altho 
rehabili 
more tl 
quadrip 
Spent, 
humani 
medical 
stantial 
forts wi 
“Et is 














360 


a 19, 1960 


ex |Henderson Is AIU 


-e (Administrative V-P 


Arthur H. Henderson, assistant to 



































‘St the president of American Interna- 
OM tional Underwrit- 
yy fers: has been 
30 Jelected to the ad- 
cre ‘ditional post of ad- 
cc. |ministrative vice- 
president. 
Mr. Henderson 
has been with the 
organization since 
1946 when he was 
‘les jpamed_ vice-presi- 
Je- |dent of AIU for 
has / Philippines, Inc. 
the Jand went to Man- 
an-= ‘ila to reestablish Arthur H. Henderson 
ver |the business of 
the lthat company following World War II. 
He became president of the Philippine 
re- |company in 1948, and in, 1957 returned 
ere It) New York to be associated with 
an. '£.A.G. Manton, president, in handling 
1ed |executive administration of the head 
ent ‘office. 
{ill | Prior to joining AIU, Mr. Henderson 
in- |was with F. B. Cooper & Co., brokers 
and underwriters at Lloyd’s from 1924 
to 1925. Returning to the U.S., he 
joined Fidelity & Deposit in New York. 
Ity \In 1928 he went with National Surety 
NS- las a contract underwriter. He joined 
nal |qT.E. Beardsley, New York brokers, 
N= as vice-president in 1930. From 1935 
C. lantil his association with AIU, Mr. 
at Henderson was an associate broker 
Ity (with Flynn, Harrison & Conroy in New 
' 4S lYork. 
Or- aes 
it- ° ° 
Linster Cites Use Of 
'y Rehabilitation Centers 
me Extensive use of local rehabilitation 
sti: centers is helping achieve significant 
progress in the rehabilitation of work- 
Ing ers seriously injured in industrial ac- 
ti cidents, J. E. Linster, vice-president 
as Employers Mutuals of Wausau, reports. 
Cc Between 1950 and 1960, Employers 
*~** {Mutuals assumed responsibility for re- 
a habilitation of 76 paraplegic and quad- 
si |riplegic cases included among a total 
of 2,489,365 claims resulting from in- 
ed dustrial accidents. Through use of a 
'O- Inumber of private rehabilitation cen- 
‘It \ters, 69% of the paraplegic and quadri- 
ind plegic cases were successfully rehabil- 
“mn itated and eight of the men were even 
lable to return to gainful employment. 
“Most effective results are achieved 
by bringing rehabilitation to the pa- 
tient rather than by bringing the pa- 
for jtient to rehabilitation,’ Mr. Linster 
ire |¢xplained, ‘Making it possible for the 
.29 ‘patient to remain in his own commu- 
fon |nity, among friends and relatives, has 
San important effect because of the 
yon j|Moral support and encouragement re- 
je- |ceived from people close to him in a 
1ce home environment.” 
M. eantoen Coordination 
ot Successful rehabilitation of seriously 
injured workers requires the coordi- 
H. nated efforts of many medical and 
—_ |vocational specialists, Mr. Linster 
of pointed out. Numerous private reha- 
ty; bilitation centers are now able to pro- 
nd vide these varied services and many 
ons of the cases once considered hopeless 
nd {ae now being restored to active, use- 
‘0. ful lives. 
| Although the cost of treatment in 
rehabilitation centers has averaged 
‘ more than $6,000 per paraplegic and 
ms quadriplegic case, this money is well 
ld- spent, he declared. Aside from the 
od humanitarian considerations involved, 
ies medical costs would have been sub- 
wd |stantially greater if rehabilitation ef- 
ioe forts were less successful. 





“It is of tremendous importance to 


XUM 
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the dignity and self-respect of any in- 
jured person to know that he is useful 
to himself and others,” Mr. Linster 
said. “With the increasing public in- 
terest in rehabilitation and with the 
marvelous medical and technical ad- 
vances being made in this field, we 
can look ahead to the decade of the 
sixties with confidence that even 
greater strides will be made in this 
important area.” 


Get IRIC Scholarships 
To University Of Md. 


Under sponsorship of seven eastern 
fire rating organizations, 14 students 
have been awarded scholarships in the 
fire protection course at University of 
Maryland college of engineering. The 
scholarship program is administered, 
for the second year, through inter- 
Regional Insurance Conference. The 
program, was formerly handled by 
Eastern Underwriters Assn., but was 
transferred to a committee of IRIC 
following the merger of EUA last year. 

The students will enter the 1960 
fall semester. They receive full tuition 
and room and board for four years. 
Each student will be employed dur- 
ing summer months by a rating or- 
ganization and upon graduation will 
serve the organization for at least four 
years. 

Applications for 1961 scholarships 
will be open Oct. 15 through Feb. 15, 
1961. The program is open to residents 
in Connecticut, Delaware, District of 
Columbia, Maine, Maryland, Massa- 
chusetts, New Hampshire, New Jersey, 
New York, Pennsylvania, Rhode Is- 
land and Vermont. 

American has resigned its member- 
ship in Surety Assn. of America, ef- 
fective Jan. 1, 1961. 


ADMITTED CASUALTY 
REINSURANCE 


AGENCY MANAGERS LIMITED 


BEN D. COOKE—PRESIDENT 


102 MAIDEN LANE e NEW YORK 5, N.Y. 


CASUALTY REINSURANCE UNDERWRITERS 
FOR THIS GROUP OF COMPANIES 


THE NORTHERN ASSURANCE COMPANY, LTD. 
CITIZENS CASUALTY COMPANY OF NEW YORK 
AMERICAN HOME ASSURANCE COMPANY 
THE CONSTITUTION INSURANCE CORPORATION OF NEW YORK 
SKANDINAVIA INSURANCE COMPANY, LTD. 
THE UNITY FIRE AND GENERAL INSURANCE COMPANY 
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| ents Farmers Companies__' 


Ohio Farmers Insurance Company «e 
Superior Risk Insurance Company « 





To make the most effective use of his 
selling time, today’s insurance agent 
needs and demands the latest, most 
modern services and sales aids. At 
Ohio Farmers, our entire operation is 
geared to assist and simplify the job 
of the insurance agent. Drop us a note 





to learn about 





Chartered 1848 
LeRoy, Ohio 
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Fund Appointments 
In West And South 


Fireman’s Fund has appointed Allan 
B. Cobb manager of the San Diego 
service office and William T. Clarke 
state agent for Alabama at Atlanta. 
Serving with Mr. Clarke will be Spe- 
cial Agents Jack W. Caldwell and 
Charles E. Woodall. 


With Fund For 12 Years 


Mr. Clarke has been with the Fund 
for 12 years in South Carolina. Mr. 
Caldwell has traveled the north Ala- 
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bama field for three years, and Mr. 
Woodall has had experience in auto- 
casualty lines at Atlanta, 

New fire superintendent at St. Louis 
is Eugene W. English. He will handle 
fire production in eastern Missouri and 
southern Illinois. 

Employers Casualty Raises Bailey 

Thomas Bailey has been promoted 
to manager of agency services of Em- 
ployers Casualty and Employers Na- 
tional. He joined Employers Casualty 
in 1949 and has been with the agency 
department since 1958. 


Bureau Officials On 
NAIA Meeting Card 


William Leslie Jr., general manager 
of National Bureau, and Howard &. 
Omsberg, secretary-manager of Na- 
tional Automobile Underwriters Assn., 
will participate in the property and 
casualty problem clinic Sept. 25 pre- 
liminary to the official opening of the 


annual conventon in Atlantic City of 


National Assn. of Insurance Agents. 

The non-cancellable auto policy, spe- 
cial auto policies and rating plans, and 
the newest homeowners are amcng 





“LIFT” INSURANCE 


. for the Wm. Wrigley Jr. Company is custom- 
tailored by the Phoenix. Wrigley, whose products 
have given America ‘‘a refreshing little lift” for over 
sixty years, today imports millions of dollars worth 
of chicle, produces many more million packs of gum 
to satisfy the nation’s taste. To insure the. steady 
input of raw materials —and the steady output and 
distribution of the finished produet—Wrigley depends 
on modern insurance, tailored to the company’s 
needs by the Phoenix. One low-cost Phoenix policy 
protects both ingredients and products against 
damage or destruction in transit or in warehouse. 

Find out how much you can save —and how effec- 
tively you can insure your property—by consolidating 
all the different insurance coverages you need into 
one modern Phoenix package policy. Whether your 
business is big or small, it will pay you to call your 


Phoenix Agent now. 





AN INDEPENDENT PHOENIX AGENT 
STANDS BEHIND WRIGLEY’S 


PHOENIX HARTFORD 


INSURANCE COMPANIES 
HARTFORD 15, CONNECTICUT 
THE PHOENIX INSURANCE CO. © THE CONNECTICUT FIRE INSURANCE CO. © EQUITABLE FIRE AND MARINE INSURANCE CO. 


10 
MILLION 
LEADS 


You'll get new leads and new 
accounts with the backing of big 
national ads like this one, reach- 
ing 10 million top prospects in 
Time Magazine every month! 
This powerful Phoenix ad cam- 
paign will pre-sell Homeowners, 
Business Interruption, Accounts 
Receivable, Extra Expense, Man- 
ufacturers’ Output and other 
profitable lines to thousands of 
the best commercial and individ- 
ual prospects in your own area. 
To get your share of these rich 
markets, tie in with Phoenix Sales 
Aids all the way. 
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topics on the agenda for this part of 
the program. Other participants are | 
chairmen of NAIA technical commit- 
tees—Roy H. MacBean of Cranford, 
Donald H. Denton, 

ty: 


N. J., casualty; 
Charlotte, N. C., fidelity and sur¢ 
S. H. Warner, Memphis, property; | 


small lines; and Edwin P. Simon 
Chicago, metropolitan and large lines, | 
The four territorial conferences “a 
meet Monday morning, Sept. 26, wi 
Arthur L. Schwab, Staten Island, ab ir- | 


D. Swett, Woodland, Cal., rural ai “f 


man eastern; J. B. Holden, Caldw« 
Idaho, far west, Donald W. ab, 
Chicago, midwest, and Dave Johnson, 4 
Pensacola, Fla., southern. 

The New Jersey and Pennsylvania | 
associations will hold their annual 
meetings in Atlantic City during the 
NAIA convention. 





Aetna Casualty Insured’s | 
Rehabilitation Progresses | 


Tom Brewster of Colorado Springs, 
who was injured in 1958 in a water 
slide accident while serving as coun- 
selor at a Y.M.C.A. camp near Mus- 
kegon, Mich., and paralyzed from the 
neck down, recently visited the home 
office of Aetna Casualty on his tour of 
the nation’s rehabilitation centers. 

Young Brewster, now 20, was in- | 
sured under an Aetna Casualty work- 
man’s compensation policy, Under the | 
company’s rehabilitation program, he 
has regained considerable use of his 
right arm and some use of the left. He | 
has received a license to drive a spe- 
cially equipped car and has enrolled 
as a freshman at University of Col- 
orado. | 


Trinity Universal | 
Appoints Schwartz | 


George R. Schwartz has been ap- 
pointed a special agent for the Houston 
area by Trinity Universal. He will 
work under the supervision of Harold 
P. Cabness, district field manager. Mr. 
Schwartz comes to Trinity with vb 
years of property insurance experience 
in Texas. Most recently he served as 
a special agent for a San Antonio gen- 
eral agency. 











Companies Merit Rating | 


Homeowners For No Losses | 


At least two large American insur- | 
ers are reported to be writing home- | 
owners on a merit rated basis with | 
discounts for no losses. One of the 
companies allows a discount on re- 
newal if there have been no losses for 
33 months. The other company starts 
with a shorter time span and _ has 
three discounts (up to 15%), —a 
ing on the length of time the policy 
has been free of claims. | 


Vigilant Enters Colombia 


Vigilant, a Chubb & Son insurer, has 
been admitted to transact fire, cargo, | 
automobile, burglary, and fidelity & 
surety business in Colombia. 

The company’s activities there will 
be under the management of Suramer- 
icana, one of the leading ae 
insurers. Suramericana’s home office 
is in Medellin. Jorge Molina Moreno 
is president. | 











Borie Joins Illinois R. B. Jones 
Joseph S. Borie Jr., has joined Il- 
linois R. B. Jones as an assistant to the| 
underwriting manager. Since 1952, he 
has been assistant manager at Cin- 
cinnati for American and prior to that 
was casualty manager and later un- 
derwriting manager there for pF 
ican Automobile. | 
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Sales, PR Topics On 
La. Mutual Agents Card 


Panel discussions on public rela- 
tions and sales will feature the Loui- 
siana Assn. of Mutual Insurance Agents 
annual meeting, Aug. 25-27 at Cap- 
itol House, Baton Rouge. 

Speakers on the sales panel, mod- 
erated by Alvin J. Davis, publisher of 
Southern Insurance, will be Claude 
Elkins, Southern Bell Telephone Co., 
Allan H. Glatt, manager of Reinauer- 
Abelman agency, Lake Charles, and 
C. R. Bishop, advertising manager of 
Lumbermens Mutual Casualty. 

The public relations panel, mod- 
erated by Opie L. Shelton, Baton 
Rouge Chamber of Commerce, will in- 
clude J. D. Pumphrey, Atlanta man- 
ager of American Mutual Insurance 
Alliance, and three agents, J. Rayburn 
Bertrand, Lafayette, W. Ray Scott, 
Cane River agency, Natchitoches, and 
Glenn L. Walker Jr., Shreveport. 

Floyd S. Meaux of Lafayette, presi- 
dent, will make the welcoming ad- 
dress. John Keyser, Kalamazoo, presi- 
dent of NAMIA, will report on activ- 
ities of that association. The keynote 
speaker will be Edward B. Collett, 
president of Millers Mutual Fire, and 
partner of Glen Walker, Collett & 
Rigg agency, Fort Worth. Commis- 
sioner Hayes of Louisiana will discuss 
legislative matters. 

Other speakers on the program in- 
clude Ken L. McIntosh, New Orleans 
manager of Louisiana Rating & Fire 
Prevention Bureau; Hargis P. Walker, 
assistant secretary of the casualty and 
surety division of the Louisiana In- 
surance Rating Commission and editor 
of the commission’s Casualty Re- 
view; and James J. Davidson Jr., La- 
fayette attorney. 

Richard M. Troy, Monroe agent, will 


FOR INTELLIGENT 
REINSURANCE ANALYSIS AND 
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beyond 
the 
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FIRE-CASUALTY 
TREATY-FACULTATIVE 


Reinsurance 
AGENCY INC. 


141 . JACKSON BLVD. 
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WABASH 2-7515 


Charles A. Pollock, Jr. 
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discuss the mutual agents’ advertising 
campaign which begins in November. 
The association’s directors will meet 
Aug. 25. The local association officers’ 
meeting and the golf tournament will 
also be held Aug. 25. Louisiana 1752 
Club will meet Aug. 26. 


Joanis, Black To Address 
Pacific Northwest 
Industrial Health Annual 


John W. Joanis, vice-president and 
general counsel Hardware Mutual Cas- 
ualty of Stevens Point will be the 
luncheon keynote speaker at the an- 
nual Pacific Northwest Industrial 
Health Conference in Portland, Sept. 
12-13. 

Mr. Joanis will outline the areas in 
which attention must be given by la- 
bor, management and government be- 
cause of the responsibility of the free 
enterprise system to prevent illness to 
workers and managers. 

Other speakers include George T., 
Brown, assistant to AFL-CIO Presi- 
dent George Meany; S. Bruce Black, 
chairman Liberty Mutual; Fred. F. 
Huleen, director of personnel, Boeing 
Airplane Co., Seattle, and many busi- 
ness and professional leaders from the 
northwest area. 


Buyers’ Course Set For 
Chicago, Sept. 26-Oct. 8 


Mutual Insurance Institute in Chi- 
cago will sponsor its ninth annual in- 
surance buyers’ course, Sept. 26- Oct. 
8. 

The course is designed for repre- 
sentatives of large corporations dealing 
with complex insurance _ problems. 
Subjects covered include details of 
coverage, fundamental principles and 
practices of insurance companies, safe- 
ty engineering, basic principles of rat- 
ing and automobile, workmen’s com- 
pensation, general liability, boiler and 
machinery and crime insurance. 


Associated Aviation Unds. 
Names Horst At Chicago 


Associated Aviation Underwriters 
has appointed Charles E. Horst assist- 
ant manager at Chicago. He has been 
with Associated at Chicago since 1953, 
serving as an underwriter and head of 
the loss department. He previously was 
with Liberty Mutual and American 
Auto. 


Quin MLG Of Ga. Pond 


Georgia Pond of Blue Goose has 
elected Langdon Quin of Hurt & Quin, 
Atlanta, MLG; Robert M. Dominy, 
Factory Insurance Assn., supervisor; 
William C. Painter Jr., Southeastern 
Underwriters Assn., custodian; D. Lee 
Wicker, Hurt & Quin, keeper; Sam E. 
Taylor, Glens Falls, guardian; Edward 
S. Kelley, General Adjustment Bureau, 
judge advocate, and T. E. Hollings- 
worth, Royal-Globe, chaplain. 

Bockover Toy, retired, 
with Scottish Union, is 
wielder. 


formerly 
permanent 


Mont. Gets Golf Ball Sized Hail 

Hail the size of golf balls fell in the 
Larslan, Mont., area causing an es- 
timated $500,000 worth of crop dam- 
age. One inch of water accompanied 
the hail, leaving water over the entire 
area. Local adjusters said the storm 
was almost identical to that which 
struck the area in 1948. 

Mutual Service Casualty reports a 
six-month increase in premium volume 
of 8.1%. Total premium for the period 
was $8,858,000. 


KANSAS CITY FIRE AND MARINE INSURANCE COMPANY, 301 W. 11TH STREET, KANSAS CITY, MO., 


KANSAS CITY FIRE AND MARINE INSURANCE COMPANY, 301 W. 11TH STREET, KANSAS CITY, MO. Victor 2-9500 KANSAS CITY FIRE AND MARINE INSURANCE COMPANY, 301 W 






KANSAS CITY..... 


A city that’s one of the nation’s 
leaders in modern planning... 


THE KANSAS CITY...... 


A company that specializes, too, in 
modern methods for modern insur- 
ance problems. 
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ROBERTSON, HALL & HENSHAW, LTD. 
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SAFETY ENGINEERING 
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1210 Sherbrooke St., W. 
Victor 2-9881 
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Buffalo Has Improved 
First Half Statement 


Buffalo had an underwriting profit 
of $64,102 for the first six months 
of 1960, compared with a loss of $719,- 
834 for the first half of 1959. Net 
premiums written increased approxi- 
mately 2% to $3,901,210. However, 
earned premiums were up about 5% 
to $4,045,750. Both are new highs. 

The combined ratios of losses to 
premiums earned and expenses to 
premiums written was 99.9 compared 
with 118 in the first half of 1959. The 
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loss ratio was down 14.5 points. 

Net investment gains amounted to 
$228,262 which together with the un- 
derwriting profit contributed $249,289 
in increased surplus. Policyholders 
surplus as of June 30, 1960 was $4,813,- 
989, up from $4,601,511 at Dec. 31, 1959. 
Hansen Is Commerce V-P 

Commerce of Chicago has appointed 
Charles M. Hansen administrative 
vice-president and actuary. In the 
business 25 years, he has been an actu- 
ary with the Illinois and Missouri de- 
partments. 





smoke strikes 





all ein strikes it out! 


Three years in a row, smoke odor struck a major furniture 
store in Hamilton, Ontario. The first time, smoke from an 
adjacent store contaminated an inventory of $100,000 in 
broadloom carpets, rugs and draperies. Airkem Smoke Odor 
Service was called in by the adjuster. Not a trace of the smoke 
odor was left in the stock and no claims were made. 

Next, the following year a fire in the store’s own shipping 
room sent the smoke into the 45,000 square feet of sales area. 
Again, Airkem S.O.S. was called in at the request of the same 
adjuster. The results were just as good. 

A year later, smoke odor from the adjoining building again 
invaded the store. This time the odor was stronger than ever, 
but Airkem S.O.S. worked over the weekend, preventing a 
substantial loss. The store was able to open Monday morning. 

Three potentially serious losses were stopped cold—dra- 
matic proof of the effectiveness of Airkem Smoke Odor Serv- 
ice. No matter how difficult the loss, no matter how sensitive 
the product or difficult the relations with the insured, Airkem 
has the answer to your odor problem. Airkem service is avail- 
able throughout the United States, Canada and most of the 
world. It is backed by the world’s largest odor research 
laboratory and a team of experts skilled in solving odor 
problems including those arising in loss adjustment. 

Improve service to policy holders by recommending Airkem 
Smoke Odor Service in their emergencies. Write today for in- 
formation on how Airkem handles all types of odor damages. 
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MODERN CHEMISTRY 





AIRKEM, INC., 241 East 44th St., New York 17, N.Y. 


Aged Can Handle 
Own Life Care 


(CONTINUED FROM PAGE 2) 
are covered by private’ voluntary 
health insurance. 

—Sixty percent said that if they 
sold everything they owned, and paid 
all their outstanding bills, they would 
have more than $7,500 left in their 
bank accounts. 

Dr. Larson also cited the following 
question asked by the interviewers: 
“As you know, some people had not 
enrolled in a medical insurance plan, 
such as Blue Cross or Blue Shield, be- 
fore they became 65 years old. What 
do you think would help such a per- 
son most?” 

The question received the following 
answers “Let people over 65 enroll” 
(26%); “Establish new private medi- 
cal insurance plan _ for people over 
65” (16%); “Federal government to 
set up medical insurance plan for peo- 
ple over 65 who want it” (36%); “Fed- 
eral government to set up medical in- 
surance plan which everyone over 65 
must buy” (10%); “Don’t know” 
(12%). 

“This demonstrates that the vast 
majority of our older citizens favor 
voluntary programs and that only 
10% or so support compulsory plans,” 
Dr. Larson said. “This is of the ut- 
most importance to Congress in its 
current efforts to shape medical aid 
legislation for the aged. The AMA is 
vigorously supporting voluntary legis- 
lation to help those of our aged citizens 
who really need help. We are opposed 
irrevocably to compulsory legislation 
that seeks to cover everyone regard- 
less of whether they want help or 
need it.” 


Thacher Comments 
On AR Plan Growth 


In his preliminary report to the 1960 
New York legislature, Superintendent 
Thacher discusses at length the As- 
signed Risk Plan. The report covers 
the 1959 calendar year. 

Mr. Thacher notes that prior to his 
approval of a rate increase in March 
1959, it became evident, with most in- 
surers bound to the rates in effect 
since 1956 and with claim costs and 
claim frequency rising, that restrictive 
underwriting practices were being 
employed to an increasing degree. 
These restrictive practices were di- 
rectly reflected by the mounting num- 
ber of automobile owners required to 
resort to the AR Plan for statutory 
coverage because ‘they could not ob- 
tain such coverage through normal 
channels. 

The present population of the plan 
is more than 350,000, the majority of 
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whom are owners of private passenge: 
automobiles. The population has 
doubled since the compulsory law be- 
came operative in 1957. In 1959, 5.2 
million automobiles were registered in 
New York. 

A feature of the preliminary report 
is a table showing by rate classifica- 
tion the proportion of all private pas- 


senger car risks written in the AR 
plan: 
First Half of 1958 and 1959 

Rate Manhattan, Bronx, Balance of 

Classification Brooklyn N. Y. State 
1958 1959 195@ 1959 

Total 15.9% 19.8% 6.4% 8.1% 

NON-FARMER 

1A 16.2 20.8 5.5 6.6 

1B 11.5 13.4 4.5 6.0 

iC 15.2 18.7 1 6 

2A 27.3 33.6 12.4 17.5 

sx 58.4 72.1 42.5 56.3 

3 4.9 6.2 24 3.3 

FARMER 

ee —s—~—~—sSsSsC 29 3.1 

rr ee 5.0 6.9 

We nee 33.2 39.4 


«Combined data reported by National Bureau 
and the Mutual Bureau whose members and 
subscribers write about 80% of the total New 
York automobile liability insurance business 
by premium volume. 

Also featured in the preliminary 
report is a chart showing the growth 
of the AR plan from its inception in 


1941 to 1959: 
New New Renewals Renewals 
Applications Policies Due Issued 
Received Issued 

Nov.-Dec 
1941 179 . Seoucieme - celeniden 
1942 1,937 1,297 10 6 
1943 1,160 789 1,162 764 
1944 1,630 1,184 1,606 1,165 
1945 1,687 1,240 2,424 1,566 
1946 2,660 1,701 2,201 1,547 
1947 9,318 5,332 2,880 1,888 
1948 23,386 15,826 7,387 3,941 
1949 22,029 17,648 20,085 10,169 
1950 16,739 14,929 27,898 11,957 
1951 31,236 24,141 27,312 6,994 
1952 89,553 45,968 31,239 10,394 
1953 125,341 89,811 58,948 26,283 
1954 124,534 166,685 116,094 93,093 
1955 109,470 109,894 250,778 76,086 
Jan.-June, 

1956 54,947 51,490 82,678 37,163 
July, 1956-June, 

1957 152,024 142,138 191,955 68,136 
July, 1957-June, 

1958 220,509 206,729 210,274 85,486 
July, 1958-June, 

1959 301,488 286,542 292,215 118,478 


Michigan County Agents Elect 

Ernest Lucas, Mio, has been elected 
president of Tri-County (Mich.) Assn. 
of Insurance Agents. Bruce Miles, 
Tawas City, is vice-president, and 
Glen J. Gale, Standish, is secretary- 
treasurer. 


To Write Substandard Auto In Iowa 

Farm & City Mutual of Iowa, ef- 
fective Aug. 15, will write substand- 
ard automobile business in Iowa. It is 
the first Iowa company to write this 
risk exclusively. 





NOSKER EMPLOYMENT AGENCY 
Insurance Specialists 34 Years 
California Positions 
Male—Female 
All Lines 
610 So. Broadway 








Los Angeles 14 








LONG HAUL PHYSICAL DAMAGE 
















Don’t miss out on this vast sales op- 
portunity, just because you lack a 
dependable market. Vickery, Hoyt 
and Graham, Inc. offers a well- 
tested, salable cover for this risk 

. written by a sound, domestic 
insurer. Write today, to Al Greffin, 
vice president. 


e Primary and 
Excess Liability 


e Domestic Markets 
and Lloyd’s, London 





e Unusual Risks 





Vickery, Hoyt 






A-903. 175 W. Jackson Blvd. - 





Inc. 
Chicago 4. Ill. « 


and Graham, 
WAbash 2-2862 


Augu: 


By H. 
135 S 
Aetna 
Aetna | 
Americ: 
Americ: 
Americ: 
Boston 
Contine 
Crum é 
Federal 
Firema! 
Genera 
Glens ] 
Great 4 
Hartfor 
Hanove 
Home | 
Ins. Co 
Jersey 
Maryla 
Mass. | 
Nationz 
Nationz 
New A 
New H 
North 
Ohio C 
Phoeni 
Prov. | 
Reins. 
Relianc 
St. Pau 
Spring! 
Standa 
Travel 
U. S. ] 
wv. & i 





Nev 
Assn. 
ment 
Herbe 
mitte 
sisted 
White 
dent’s 
Holm 
buted 
in col 


Ral 
Ange! 
Insur: 











10 








August 19, 1960 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, Aug. 16, 1960 



















Se . SOD wicicsinciistnarcsiininiiennis 87 90 
PT FANG. crciccsissiscensenee 884% 90 
American Equitable ; 40 4112 
American, Newark ........ . 28 29 
American Motorists ‘i 14 15 
TID ss atniiascnectecsiniseiesoncresvmnemarinans 33 34 
Continental Casualty «0.0.0... 66142 68 
Sree NT cecscivcccrencccseiscee : 64 66 
Federal 58 60 
Fireman’s Fund... 52% 54 
General Re. ..... 115 120 
Glens Falls ........ 36 37% 
Great American .... ma 47 48 
TC FEN hacicncicenscnscecinstenticsiniistonens 50 52 
Hanover 43% 45 
POE: BE Ts. Bs. envitiimincmnen 564% 57% 
Ins. Co. of No. America 65 66 
I TI  ccssssncecsinccevens 3242 33% 
Maryland Casualty 38% 39% 


Mass. Bonding ...... a 41 42% 





National Fire ..... 121 128 
National Union ........... 37 38 
New Amsterdam Cas. 55 57 
New Hampshire ........ 52% 54% 
PEOECR TRIVOT ocerecccscccccseccscccsosccccsceseseece 38 39 
I CIE cessciciicessnsscessccsovsndcornes 23 25 
Phoenix, Conn. 79 81 
Prov. Wash. ......... 23% 24% 
Reins. Corp. of ‘a 22 24 
PROTIRTRGO . osevesnsnssesessiesense " 53 55 
We. Praeed FF. Ge Wh. cccecccnsncsessnscccscesescees 56 57% 
Springfield Fr. Ge Mi .cccccccccccccrcscssces 32% 33% 
Standard Accident .......cccccceeceeeeee 49 51 
Travelers ‘ad . 86 8742 
WB Wi Oe a ccccstesesiiicnssrncrcaccccacsinve 42 43% 
ys, GTO: wcsenscccccteseesennssiviaiisessssnninesaes 29 30 





New York City Insurance Agents 
Assn. will hold its annual golf tourna- 
ment at Rockville Centre Sept. 27. 
Herbert Ray is chairman of the com- 
mittee in charge of arrangements, as- 
sisted by Courtney Theurer, David 
White and Frank Rogers. The presi- 
dent’s cup, contributed by MHooper- 
Holmes, and the senior’s cup, contri- 
buted by Marine Midland Bank, will be 
in competition. 

Ralph B. Watson has been named Los 
Angeles sales manager. for Preferred 
Insurance Exhange of Seattle. 


HeNATIONAL UNDERWRITER 


29 





INSURANCE MANAGER 


Commercial insurance division of major multi- 
ple line company needs ger for all func- 
tions except sales. Requires substantial 
knowledge of commercial casualty and fire 
underwriting and rate making. Applicants 
could be large insurance buyers or in manage- 
ment in the insurance industry. 





This is a rapidly growing operation. Present 
volume over $25,000,000 in premiums. Applicant 
must have management experience and ability 
to supervise and direct all operations involving 
automobile and truck fleets, motor cargo, com- 
mercial fire, other casualty including excess 
and surplus lines. Salary open but substantial. 
Submit complete resume indicating income re- 
quirements and brief statement on your desire 
to change companies. Write Box T-7, National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, 
IHinois. 


va 


—— 


WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
q THE NATIONAL UNDERWRITER 








UNDERWRITER - PRODUCER 


Experienced man in all classes of transportation insurance. Must be aggressive and 
creative, with ability to make decisions. Position open in Chicago with firm operat- 
ing on a nationwide basis. Some travel. Salary open. Write Box T-I7, National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, Illinois. 














FIRE UNDERWRITER 


Leading New England agency mutual com- 
pany, with headquarters in a pleasant 
suburban town north of Boston, has a very 
desirable opening for capable fire and 
allied lines underwriter. Must have at least 
five years experience in full charge of un- 
derwriting territory. An outstanding oppor- 
tunity for the right man. Please give full 
resume of education and experience. All 
replies treated in strictest confidence. 
Write Box T-15, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








ENGINEERING OPPORTUNITY 


Thirty three year old multiple line com- 
pany operating in 42 states and now in 
new growth phase under experienced and 
progressive management group wishes to 
employ well qualified person to head new 
casualty engineering department. Reloca- 
tion and travel expenses will be paid by 
company. Write fully including salary 
requirements to: Vice President, Preferred 
Insurance Company, Grand Rapids 1, 
Michican. 











AUTOMOBILE UNDERWRITER 


A nationwide insurance company desires 
an underwriter with experience in the 
passenger car line. Prefer a man who has 
underwritten the business of Ohio resi- 
dents. Must be familiar with office routine. 
Age open. Salary commensurate with ex- 
perience. Write or apply in person. 


Bankers Life & Casualty Co. 
Personnel Office 
4752 N. Kostner Avenue 
Chicago 30, Ill. 








FIELD MAN—DETROIT 


Experienced field man for desirable territory 


MUTUAL AGENTS 


Like to be the Agent in your City with best 
opportunity contacting NEWCOMERS? Also 
chance to profit on lost customers moving away. 
For enrollment particulars write: Prospect-a- 
matic Clearing Mouse, 422 Thompson 
Bidg., Tulsa 3, Oklahoma. 


ACTUARIAL 
ASSISTANT 


Large eastern life, casualty, fire, surety 
company (not located in New York) is 
seeking an Actuarial Assistant. Age 24 to 
30 with few years life actuarial experience. 
Must be willing to qualify in Society of 
Actuaries and Casualty Actuarial Society. 
Should have passed the preliminary exam- 
inations of the Society of Actuaries and 
be prepared to pass Parts 4A and 4B. 


Answers confidential. Write, including de- 
tails of education, experience, and profes- 
sional progress to Box T-I9, c/o The 
National Underwriter, 175 West Jackson 
Boulevard, Chicago 4, Illinois. 


INSURANCE 
EXECUTIVE 
OPPORTUNITY 


One of the fastest growing fire 
and casualty companies in the nation 
offers an unusual opportunity in its 
home office executive department. 
This is a position created by growth, 
not by turnover. The man we seek has 
at least five years home office exec- 
utive experience with a fire insurance 
company. 


W. H. Vernier, executive vice presi- 
dent, will interview applicants Aug. 
22-26 at the Waldorf Astoria Hotel 
in New York. Write or phone him 
there for an appointment. 








FIRE UNDERWRITING EXECUTIVE 
MIDWESTERN LOCATION 
SALARY $10,000—$13,000 beginning 


A large, nationwide, casualty company is ex- 
panding its fire operations and has a key posi- 
tion open for the man with 8 to I0 years fire 
underwriting and related technical experience. 
He must assume major responsibility in install- 
ing a complete underwriting program. 
Applicant should be under 40, married and, 
most important, have the ability to effectively 
supervise others. 

Potential for increased salary and responsibil- 
ities dependent only on successful development 
of fire line. Write Box T-23, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 








FIRE PROTECTION ENGINEER 
Our Chicago office requires an additional Fire 
Engineer. Excellent opportunity for individual 
growth. Fire Protection Engineering degree or 
equivalent and rating bureau experience pre- 
ferred. Write or call W. T. Walker at FR 2-7300 
for appointment. 
ALEXANDER & COMPANY 
135 South LaSalle Street, Chicago 3, Illinois 








INLAND MARINE UNDERWRITER 


Opening in Home Office of "A" rated multiple 
line stock company for experienced Inland Ma- 
tine Underwriter as Assistant to department 
head. Salary based on experience and ability. 
Reply—Personnel Dept., Commercial Standard 
Insurance Co., P.O. Box 12216, Fort Worth, Texas. 


HOME OFFICE 
CASUALTY 
CLAIMS EXAMINER 


At least five years claims experience re- 
quired in this position. 
Salary is open: Many attractive benefits. 


This is an excellent opportunity with a 
growing multiple-line company. 


A. J. Fonner, Personnel Director 
Interstate Fire & Casualty Co. 
175 W. Jackson Bivd. 
Chicago 4, Ill. 
WA-2-4280 


FIRE UNDERWRITER 


This position requires experience in Excess 
& Surplus Lines. Field survey work and 
supervisory know-how are helpful. 

If you have 5-10 years experience and are 
between 30-45 years old, you may be the 
man we seek. Salary is open. Growth po- 
tential is excellent. 

This is a newly created position in an ex- 
panding multiple-line insurance company 
serving both the domestic and Lloyds 
markets. 


A. J. Fonner, Personnel Director 
Geo. F. Brown & Sons, Inc. 
175 W. Jackson Blvd. 
Chicago 4, Mlinois 
WA-2-4280 








CASUALTY UNDERWRITER 
Thirty three year old multiple line com- 
pany operating in 42 states and now in 
new growth phase under experienced and 
progressive management group wishes to 
employ well qualified casualty underwriter. 
Relocation and travel expenses for inter- 
view will be paid by company. Write fully 
including salary requirements to: Vice 
President, Preferred Insurance Company, 
Grand Rapids 1, Michigan. 








needed by growing multiple line stock company 
of highest reputation. For capable producer we 
can offer liberal salary plus incentive pay based 
on profitable results. Comprehensive employee 
benefits. College degree and at least two years 
fire or multiple line experience required. Age 
to 40. Reply Box T-28, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 


FIRE PROTECTION ENGINEER 
Competent Fire Protection Engineer desires 
challenging Engineering position in Insurance 
Field. Eight years Fire, Two years Safety expe- 
rience. Completely familiar with all phases of 
Large, Small Lines Survey and Reinspection 
procedures. 34, Married, Excellent health, Will 
relocate. Write Box T-16, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 


EXPERIENCED ADJUSTER 


Fire or material damage experience preferred. 
Good future for young man with independent 
adjusting firm located in northern Indiana. 
Write Box T-27, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 


MULTIPLE LINES—MARINE SUPERVISOR 


Atlantic Companies offer exceptional opportu- 
nity in Detroit for an experienced man who 
seeks both future and job gratification in a 
responsible postion. Please submit full resume 
to R. Stratton, 1943 First National Bldg., Detroit 
26, Michigan 








FLORIDA INSURANCE 
AGENCY FOR SALE 


Palm Beach area Agency, in successful Real 
Estate Office, representing Old Line Stock 
Companies. Premiums $40,000-plus. Commissions 
$8,000-plus. Sale Price $12,000 Cash, incl. Equip- 
ment. Write P.O. Box 2473, Palm Beach, Fla. 


ACCOUNTANT 


Assistant to controller in Minneapolis office of 
Reinsurance Broker. Fire and/or Casualty home 
office accounting experience required. Send 
brief resume to personal attention: 
M. D. Melbostad 
A. E. Strudwick Co. 
810 Baker Bidg. Minneapolis 2, Minn. 


OFFICE AVAILABLE—CHICAGO 
Modern, Air-Conditioned, 3,500 Sq. Ft. 
North Side, Convenient Transportation, 
City Parking Lot, First Floor. 

HAR-LEE MANAGEMENT COMPANY 
UP 8-7515 


CLAIMS 


' Steno jlabl, 


| 9 a for Chicago suburban area. 
10 years local experience in all casualty lines. 
Part time or fee basis only. Write Box T-25, 
National Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Ill. 











AVAILABLE 
multiple line special agent 
for 
WISCONSIN 
or Middle West 


Write Box T-29, National Underwriter, 175 W. 











Jackson Blvd., Chicago 4, Illinois. 


MULTIPLE LINE FIELD MAN 
Would like to get back into field. Eleven years 
experience, heavier in Casualty. Experience in 
field work, casualty underwriting, local and 
general agency work. Preference is central and 
northern Florida, but will accept other Southern 
states. Write Box T-20. National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 


FOR SALE 


Stock Casualty Insurance Company, or- 
ganized in 1954, Capital $50,000.00. For 
details write Henry A. Johnson, P. O. Box 
928, Denver, Colorado. 








UNDERWRITER POSITION WANTED 


New England, Jersey coastal area. Nine years 
mutual casualty-fire multiple line underwriter. 
Authority final decision all risk action. Agent 
field and speaker experience. Resume upon re- 
quest. Reply to Box T-26, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 
































ARGONAUT 
INSURANCE 


ME NLC 


Workmen's Compensation « Liability «e Automobile e Fidelity & Surety Bonds 
through agents and brokers 
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Hartford Fire Field-Agent Setup Told 


(CONTINUED FROM PAGE 2) 
men and thus get a still broader spec- 
trum of agency opinion. In addition, 
field supervisors also make trips on 
which they obtain first hand impres- 
sions. 

From then on, the procedure is au- 
tomatically guided by Hartford Fire’s 
organizational setup. Field supervisors 
acquaint departmental managers and 
executives with agents’ reactions. 
These departmental officials thus get 
a still broader collective view and re- 
lay this to home office liaison execu- 
tives. The latter then have a coun- 
trywide synthesis of producers’ think- 
ing. 


Use Of Results 


The apparent simplicity of this sys- 
tem may bemuse some into underes- 
timating its effectiveness, They may 
maintain that it is nothing more than 
the traditional field operation. How- 
ever, the important consideration is 
not the system but how fully it is 
exploited and how much importance 
is attached to agents’ opinions. Who 
could devise a better communications 
chain than the long established field 
system? It adds up to a daily country- 
wide conference with present and po- 
tential producers. 

Hartford Fire takes practical ad- 
vantage of the results. It uses agents’ 
opinions in appraising its past deci- 
sions and actions. When the company 
has learned from agents in the past that 
a certain policy was not going over as 
expected, it adopted agents’ sugges- 
tions in switching to another form 
with more sales appeal. 


Agency Opinion Used 


More important, however, in the 
increasingly competitive era, the group 
uses agency opinion to appraise pres- 
ent and future plans. For example, 
when it entered the life business, 
Hartford Fire solicited agents’ views 
on every aspect of the move. It sought 
information on how many of its agents 
were already writing life, what po- 
tentials for this business existed, how 
much of it the group could expect, and 
other pertinent data. 

Hartford Fire does not limit its con- 
sultations with agents to the daily 
procedures herein described. There 
are many important problems on which 
light can best be shed by more formal 
techniques. Therefore the group has 
long used questionnaires to produce 
factual information—not contentious 
opinions—on producers’ thinking in 
many practical matters. 


Specific Findings 


For example, no present problem is 
more pressing than that of agency 
continuation. Several years ago, Hart- 
ford Fire determined to provide its 
agents with the most valid data ob- 
tainable on the subject. With char- 
acteristic practicality, the group 
sought the views of producers on 
their individual arrangements for con- 
tinuation. 

A questionnaire in the group’s pub- 
lication, the Hartford Agent, pro- 
duced more than 1,500 replies from 
agencies of all sizes, operating under 
single proprietorships, partnerships and 
as corporations, The wide response was 
encouraging, as it clearly indicated the 
keen interest of many producers in 
the subject. 

The carefully completed returns— 
accompanied by hundreds of letters of 
commendation for the idea of the sur- 
vey, and nearly as many requests for 
personal advice—were, however, far 
less encouraging in that the most fre- 


quently checked blocks on the ques- 
tionnaire were the two words: “no 
arrangements.” 

Through monthly reports on the re- 
sults of the questionnaire, the maga- 
zine pointed up the shocking gravity 
of this situation and urged all agents, 
regardless of size, to study seriously 
all available material on this subject, 
to seek competent legal and tax ad- 
vice, and to do so without delay. No 
attempt was made to solve individual 
agency problems or to furnish answers 
to the many personal queries, since 
that is a job for experts. However, the 
series of articles in the Hartford Agent 
has continued to serve as a guide to 
the many agents who are concerned 
with the continuation problem but 
have done nothing to solve it. 


All Agents Informed 


The questionnaire was directed to 
four groups of agencies: Up to $25,000; 
from $25,000 to $100,000; from $100,000 
to $500,000, and over $500,000. A sta- 
tistical summary of results provided 
complete answers on provisions made 








Would a 
client’s 
loss 
curtail 
your 
business? 


An under-insured client would 
be an unhappy client should a sizable loss 
occur. So would a client who finds he has 
been paying for more insurance than he 
can collect. And unhappy clients tend to 
shop around, 

You can de much to prevent either un- 
der-insurance or over-insurance—and keep 
clients happy—by recommending an up- 
to-date appraisal of their physical assets. 

For 63 years The American Appraisal 
Company has been the leader in the field 
of property valuation. Our carefully docu- 
mented reports present facts that stand in- 
vestigation...offer an objective basis for 
securing adequate insurance. 

American Appraisal reports for your 
clients are good protection for you. 


The 
AMERICAN 
APPRAISAL 


Company® 


Home Office: Milwaukee 1, Wisconsin 
Offices in 18 cities coast-to-coast 
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for continuation; recorded arrange- 
ments for valuation of an agency; 
steps taken to develop interest of per- 
sonnel in the continuation of the agen- 
cy; and legal, financial and internal 
arrangements completed. 

In addition to presenting the factual 
results, the group made available to 
its agents the most authoritative ar- 
ticles and books on the subject of con- 
tinuation. 

The questionnaire represented the 
most effective type of consultation with 
producers. Not only did the company 
gain valuable information on the pres- 
ent and future status of its agency 
plant, but it acted as intermediary in 
bringing to agents of all types and 


sizes practical data furnished by 
producers in similar circumstances 
countrywide. 

The same _ result was achieved 


through the groun’s office management 
questionnaire in the Hartford Agent. 
This produced 3,600 replies from agents 
of every variety in every state in the 
U.S. and in Canada. 


Agent Cooperation 


Many agents went into considerable 
detail regarding their operations, 
even to the extent of accompanying 
their letters with rough sketches, di- 
agrams or snapshots showing the ar- 
rangements of their offices, The desire 
for information on all phases of agency 
management, based on practical ex- 
perience rather than theory, was ev- 
ident in agencies of all sizes. Hartford 
Fire met this need by providing con- 
clusions and recommendations based 
on the survey. 

The group pointed out, for example, 
that agency growth between $50,000 
and $100,000 does not seem to involve 
additional office cost. But when the 
$100,000 mark is passed, there is an 
average step up in equipment, per- 
sonnel, space and attendant items. 

The group outlined the savings pos- 
sible through calculating and dictating 
equipment and urged purchase of fire 
resistive files and safes. It also rec- 
ommended accounting systems which 
can be purchased, and advised agents 
to consult with the group’s field men 
before making a choice. 

Another Hartford Fire questionnaire 
brought together the accumulated ex- 
perience and comments of 2,000 agents 
on the subject of agency accounting. 
This survey covered office records, 
collections, company accounting and 
agency management with respect to 
budgets, reserves and bank accounts. 
Agencies responding to this question- 
naire ranged from a volume under 
$10,000 to more than $500,000. A later 
survey by the magaznne developed 
additional information on the use of 
bookkeeping machines in local agen- 
cies. Thus the Hartford Fire agent in 
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any bracket could find a parallel to 
his own situation. The group, in turn, 
obtained invaluable data on agency 
accounting methods and thus will be 
able to give full consideration to prac- 
tical producer problems and prefer- 
ences in its future recommendations 
on this subject. 


Agent Key Figure 


In its daily activities, the business 
development department regards the 
agent as a primary member of the 
marketing team—one with a finger 
directly on the public pulse. This rec- 
ognition bolsters the department’s de- 
termination not to let theoretical and 
potential marketing considerations 
take precedence over the _ practical 
guidance it receives from its distribu- 
tion system—the agency plant. 

That system can be improved, but 
the Hartford group has concluded that 
in the long run the best way to achieve 
this end is through producer self- 
improvement. Thus it constantly en- 
courages daily exchanges of opinion 
between agents and company repre- 
sentatives, and the more formal sur- 
veys conducted from time to time. 

Recognition of the agent as a full 
time member of its modern marketing 
organization is reflected in the fact 
that no Hartford Fire advertising 
goes out without being translated into 
something usable at the agency level. 
Current ad themes are adapted to 
direct mail, folders and posters. Field 
men are acquainted in advance with 
forthcoming advertising so that they 
may alert agents to the best methods 
of cashing in on opportunities. 


Opportunity Overlooked 


In summary, Hartford Fire’s atti- 
tude toward agent consultation adds 
up to the old saw that the deed is 
more important than the word. This 
attitude points up the fact that 
agents who deplore lack of conference 
with companies are in a position some- 
what similar to that of the crew of 
the legendary sailing ship which— 
unknown to the captain—had drifted 
from the salt waters of the Atlantic 
into the fresh waters of a river. With 
its drinking water depleted, and be- 
lieving that they were still in the At- 
lantic, the crew frantically signalled 
a passing ship for fresh water. The 
reply came back: “Let down your 
buckets.” 

Some agents apparently do not re- 
alize that they have unlimited con- 
ference opportunities every working 
day. All they need do is to let down 
their buckets and draw upon the tra- 
ditional field organizational setup 
which Hartford Fire is convinced is the 
best continuing consultation system yet 
devised. 


Battey In Education 
Post Of Aetna Fire 


Aetna Fire has named Richard G. 
Battey assistant educational director. 
He will be associated with L. Ray Rin- 
ger, assistant secretary, and Howard 
H. Brown, educational director. 

Mr. Battey joined the company in 
1956 and completed the company’s 
multiple line training school. He was 
appointed special agent for New Hamp- 
shire in 1957. 

Mr. Battey majored in insurance at 
University of Connecticut and re- 
ceived his B.S. in business administra- 
tion. 


LaMond In Mich. Field 

Standard Accident has appointed 
Robert T. LaMond field representa- 
tive at Birmingham, Ala. 
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Clark Named Secretary 
Of Standard Accident 


L. G. Clark, New Jersey manager of 
Standard Accident, has been promoted 
to executive secretary. 

In the business 35 years, he joined 
the company in 1946 in the New Jer- 
sey field. He became assistant manager 
for New Jersey in 1946 and manager 
in 1957. 


Hartwell In AMA Post 


Dickson J. Hartwell, has been 
named director of press relations of 
American Management Assn. He is a 
former vice-president and director of 
the public relations firm of Robinson- 
Hannagan Associates and a former 
member of the management committee 
of Hill & Knowlton, advertising and 
public relations organization. 
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NEW HAMPSHIRE 


Maintaining 
a Valued Reputation 


Back in 1906, New Hampshire 
Insurance Company made 
insurance history by paying every 
dollar due as a result of the 

San Francisco fire! 


Through the years, we met 
disaster upon disaster with 
prompt payment of claims. 


In 1960, all residential claims 
arising from the tragic Derry fire 
were completely paid within three 
working days! Pree Te 


NEW HAMPSHIRE INSURANCE GROUP 
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Insurance Company 
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Editorial Comment 


Dear Old Golden Rule Days 


With management replacement and 
development planning more vital than 
ever in the accelerating competitive 
era, the training programs of com- 
panies assume increasing importance. 

Some insurers have put more stress 
on recruiting and training in recent 
years and have made many phases of 
such projects more flexible. 

It would be tedious and repetitive 
to recount the practices of all com- 
panies in their training efforts. An 
informal review of activities in ap- 
proximately 15 leading companies, 
however, is representative of the busi- 
ness as a whole. 

Analysis of the training programs of 
these leading companies reveals a 
liberal trend in salaries offered train- 
ees. One company has a _ beginner’s 
scale ranging from $4,800 to a little 
more than $5,000 for exceptional can- 
didates. This company reviews the 
men on merit for salary advancement 
at the end of six months. Initial salary 
levels in other companies are at $4,800, 
$4,500, $4,400, $4,200, and $4,000. The 
lowest offering is $3,600, but this 
figure automatically moves up to $4,- 
000 at the end of the first year, with 
further increases on a merit plan. 

One company is reported considering 
a starting salary of $5,000 with the 
possibility of the trainee moving up to 
$7,000 within five years. 

Periodic salary reviews vary among 
companies. One has a review at the 
end of six months, again at the end of 
the first year, and subsequently fur- 
ther reviews on a merit basis. Another 
grants merit increases at nine and 18 
months. Some companies have an 
automatic increase after six months, 
others after a year. One raises salaries 
upon completion of the training school. 
One company projects increases over a 
two year period at intervals not neces- 
sarily fixed. Another company’s plan 
calls for raises on merit only, with no 
automatic feature. 


Recruiting programs range from for- 
mal trips to colleges by home office 
specialists, to informal efforts where 
local managers are responsible, or 
combinations of both. Some college 
recruiting is countrywide, other com- 
panies restrict it to sectional areas 
where they can best meet their own 


needs. To guide recruiters, department 
heads are often asked to project their 
personnel needs for the forthcoming 
year. 

Turnover always has been a vexing 
problem in connection with training 
and management development pro- 
grams, and apparently it has not been 
solved to any satisfactory degree by 
most companies, although one reports 
that it has lost only 10% of recruits. 

Another company retains 75% of its 
recruits and expects to maintain or 
better this average by paying as much 
or more than competitors. The majority 
of companies indicate that they are 
keeping about 50% of trainees on the 
payroll over a five year period. Salary 
increases pegged on merit appear to 
cut down turnover in some cases. 

Although this is generally regarded 
as the multiple line era in insurance, 
the training programs of companies do 
not unanimously reflect this trend. One 
company trains all potential under- 
writers and special agents in multiple 
lines. Another goes further and in- 
cludes some life training as well. An- 
other limits multiple line training to 
future field men, but gives specialized 
on the job training to budding under- 
writers. 

Another company’s formal home of- 
fice school is multiple line, but the 
on-the-job phase is specialized. A 
company which has pioneered in train- 
ing and in management development 
programs trains recruits in all casualty 
lines or in all property lines, with each 
group given limited exposure to the 
other field. 

Still another company trains both 
underwriters and field men as special- 
ists. In some cases, trainees are given 
a generalized multiple line background 
in the school and partially on the job, 
but are channelled into specialized 
long term training. 

It would appear that the men who 
will comprise management in the 
future are by no means being fully 
grounded in multiple line concepts by 
most companies, although the all lines 
idea is constantly being extolled in 
other connections, particularly in mar- 
keting. Also the emergence of package 
policies would appear to demand un- 
derwriters with a multiple line ap- 


proach. 

There is considerable variety in the 
mechanics of company training pro- 
grams. One starts with a minimum of 
six months on the job, followed by 
formal home office classes. Another 
embraces two years of on-the-job 
education with a two-hour class each 
week. This routine applies both in the 
home office and in regional offices. 

Trainees in another company go to 
school in the morning and work in the 
afternoon for nine months. Then they 
have further on-the-job training for 
approximately three months. They are 
rotated through the major departments 
of the company. 

One leading insurer recruits men 
regionally and keeps them in a branch 
for six to nine months. They then go 
to the home office school for 4% 
months and subsequently return to the 
branch for further apprenticeship. This 
company also conducts all lines cor- 
respondence courses. 

Two companies have a_ program 
which runs for two years. One entails 
14 weeks of formal schooling, the 
other 10 weeks. The rest of the time in 
both companies is spent on the job. 
In a few other companies, trainees 
are sent to classes run by local insur- 
ance societies for additional broaden- 
ing. 

Company policy varies on employ- 
ment of men subject to military draft, 
although liberal practices are followed 
by most insurers. Only one company of 
the 15 whose practices are noted here- 
in will not employ such men under 
any circumstances. Several insurers 
do not usually employ them but will if 
the man is not subject to call for at 
least six months. These companies re- 
port that a good percentage of the men 
return after service, in one case more 
than 90%. 

Other practices with regard to draft- 
subject men vary from freely em- 
ploying without qualification to em- 
ploying only if the man is outstanding 
and there is virtual certainty of his re- 
turn to the company after service. 


Despite general acceleration in com- 
pany training and management de- 
velopment programs, it is somewhat 
puzzling that many insurers committed 
to the multiple line idea are not in- 
troducing their recruits to this philo- 
sophy from the first day of their em- 
ployment. These ‘companies—in some 
cases—are doing a “hard sell” job with 
their agents, urging them to provide 
the customer with the over-all account 
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of protection and to place it with a 
particular company. Yet the company 
recruits who will some day be dealing 
with these agents are not being sold io 
anywhere near the same extent on 
this concept in their early days—the 
most vital and habit forming phase of 
their training. 

Perhaps the recruits will acquire this 
philosophy later on, but it would seem 
that early conditioning would be pre- 
ferable. Many company veterans do 
not seem to be able to grasp the multi- 
ple line concept chiefly because they 
have been “grooved” in a specialty. 

One heartening aspect of current 
programs is the intermingling of future 
special agents and underwriters in 
formal training classes. For many years 
these two groups have not always seen 
eye to eye, even though many, if not 
most, of the special agents formerly 
had been underwriters. Training them 
together will go a long way to instill 
the rather obvious but often overlooked 
fact that they have a common objec- 
tive in their daily tasks: Putting pro- 
fitable business on the books. 

One rather disturbing note is that 
few companies mention claims men in 
connection with the typical formal 
training school. Here again, there has 
for some years been antipathy between 
this group and field men (and some- 
times underwriters). 

Claims men also are part of the 
over-all competitive marketing team. 
The sooner they are so recognized, the 
better for all concerned. One good 
starting point might be inclusion of 
potential claims men in formal train- 
ing programs with other recruits who 
will some day be responsible for the 
over-all performance of the company. 

Going even further, companies might 
consider admitting agent-recruits to 
classes where their fellows would be 
future underwriters, field men and 


claims men. After all, won’t they all be | 


working together in a few years? A 
good start toward this future would be 
to help them get acquainted in school 
days which are also traditionally “gol- 
den rule days.” Then they could con- 
tinue to practice that rule when they 
become alumni.—J.N.C. 





Parsonals 


W. T. Beadles, Illinois Wesleyan Uni- 
versity professor of insurance and past 
president of American Assn. of Univer- 
sity Teachers of Insurance, has been 
named “Teacher of tbe Year” by the 
university’s Century Club. The award 
is for excellence in teaching and is 
accompanied by a cash stipend. He is 
the first recipient. 


Deaths 


TREV A. BURROW, 35, executive 
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secretary of California Assn. of Insur- | 


ance Agents and secretary-treasurer of 
Far West Agents Conference, died of 
his own hand at his home at Concord, 
Cal. He joined the California associa- 
tion staff as assistant executive secre- 
tary in 1950 and in 1956 became exec- 
utive secretary. Previously, he had 


been with the Pacific Insurance Mag- 
azine and an associate editor of the 
Western Underwriter. 

Mr. Burrow devoted much attention 
to legislative matters and strived to 
develop political activity in the in- 
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dustry and among association mem- 
bers. He helped organize a series of 
cost reduction conferences between 
agents and companies and assisted in 
developing an all-industry joint effici- 
ency study committee. During his ten- 
ure, the association originated a six- 
week educational course for beginning 
agents at University of California and 
joint sponsorship with the life agents’ 
association of a series of U.S. Chamber 
of Commerce courses in practical poli- 
tics. 


ALLEN C. GUY, 68, who retired from 
Western Adjustment & Inspection after 
39 years, died at his home in Columbus, 
O., after an illness of three years. He 
had been a member of the Columbus, 
Ohio and American bar associations. 


WILLIAM J. LYON, 81, retired man- 
ager of American Surety’s Oregon 
branch, died in his home in Portland 
of a heart attack. 


J. GRIFFITH BOARDMAN, 55, pres- 
ident of the Boardman-Hamilton bro- 
kerage firm in Philadelphia, was 
killed in a head-on. automobile colli- 
sion at Williamstown, N. J. Mr. Board- 
man was a member of the Delaware 
River Port Authority. During the 
1930s he was active in conducting 
highway safety campaigns in Pennsyl- 
vania as state secretary of revenue. 


JOHN M. SOEHNEL, 64, Brooklyn, 
N.Y., agent, died. He had been in the 
business almost 50 years and had con- 
ducted his own agency for 23 years. 


FRANK W. MARSH, 54, secretary of 
Phoenix of Hartford group, died. A Phi 
Beta Kappa at Dartmouth, he joined 
Phoenix in 1927 in the eastern under- 
writing department. Subsequently he 
went into the inland marine division 
and was inland marine special agent 
in Philadelphia and then eastern Penn- 
sylvania and southern New Jersey 
where he became state agent in 1944. 
He returned to Hartford as inland 
marine general agent, became marine 
secretary, and, in 1954, secretary of 
the companies. 


STANLEY A. KOSINSKI, 54, local 
agent at Jackson, Mich., died. 


JOHN L. FLAVIN, 56, Illinois state 
. agent for Pacific group since 1950, died 
at St. Francis Hospital in Evanston. He 
had formerly been Illinois and Wiscon- 
sin state agent for Buffalo and prior to 
that had worked for Johnson & Higgins 
in Chicago. 


ROBERT D. AIR, 86, retired veteran 
of 68 years’ service with America Fore, 
died at Kansas City after a long illness. 
He started his career with the group in 
1890 as a file boy in the Chicago office 
of the old Phenix of Brooklyn. In 1902 

he was promoted to special agent for 
| Kansas and Oklahoma and two years 
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N. Y. AR Rules Undergo Revision 


(CONTINUED FROM PAGE 1) 

of assigned-risk premiums representing 
surcharges.” This, the department sta- 
tes, is “to prevent possible larger com- 
pensations than for voluntary insur- 
ance and to make more money avail- 
able for meeting excessive assigned 
risk losses.” 

The plan’s governing committee had 
pointed out to the department that 
the 10% and 5% paid producers on ARs 
is higher than commissions paid by 
some insurers on some regular auto 
business in the state. The implication 
was that some producers may be temp- 
ted to steer risks into the plan. 

Another major alteration in the plan 
attempts to deal with the problem of 
the driver who is so bad that the in- 
surers (and others) believe he should 
be removed from the highway. The re- 
vision almost completely replaces au- 
tomatic ineligibility for specified of- 
fenses by a procedure for furnishing 
the motor vehicle commissioner in- 
formation about AR applicants who 
have “really bad” driving and acci- 
dent records. This information will be 
reported to the MV bureau when it 
indicates that persons who seek in- 
surance should be reexamined in ac- 





later he assumed charge of the Okla- 
home field. Mr. Air returned to Kansas 
in 1909 as state agent and served in 
that post until 1940 when he became 
staff adjuster at Kansas City, Mo., for 
American Fore fire companies. He re- 
tired from that post in 1958. 


GEORGE H. DEUCHERT Sr., 82, 
Washington, D.C., broker, died at his 
home there after a long illness. He was 
in the business 40 years until his 
retirement in 1957. 


CARROLL W. LAIRD, 61, surety 
secretary of Indemnity of North Amer- 
ica since 1957, died at his home in 
Bryn Mawr, Pa. He joined the compa- 
ny in Philadelphia as superintendent 
of its surety department in 1934. 


MORRIS SCHWARTZ, 73, founder 
of the Schwartz & Wish agency of 
Cleveland, died at Cleveland Heights. 
He had been in the business since 1920, 
six years after coming to this country 
from Lithuania. 


Mrs. HARRY F. BROOKS, wife of 
the managing director of Society of 
CPCU, died in the Bryn Mawr, Pa., 
Hospital. 





Number Of Cooperative 


Fire Insurers Declines 


Since 1953, 21 mergers of assess- 
ment cooperative fire insurers have 
taken place in New York, according to 
Superintendent Thacher’s report to the 
legislature. In 1959 there were four 
such mergers, “and it is expected that 
the trend will continue. The Coopera- 
tive Fire Bureau currently is super- 
vising the activities of 13 advance 
premium cooperatives and 109 assess- 
ment cooperative companies.” 

Despite the decrease in total num- 
ber of companies, premium volume in- 
creased moderately for them in 1958. 
The casualty written by the compa- 
nies continued to go up substantially, 
according to the report. Advance pre- 
mium cooperatives, for example, wrote 
$2.5 million in gross homeowners in 
1958, against $1,650,000 the preceding 
year. This increase was stimulated to 
some extent by the power granted to 
such companies in 1956 by the legis- 
lature to write certain casualty cov- 
erages if such business is fully rein- 
sured. 


cordance with the standards of the 
bureau and the vehicle and traffic law. 
The plan may also refer to the bureau 
queries of whether applicants have 
currently effective operator licenses. 

The governing committee had asked 
that ARs pay the full annual premium 
in advance. Here the department not 
only turned down the request but al- 
so increased from 15 to 30 days the 
time in which to pay the balance of 
premium after the down payment has 
been made with the application. 

The plan also had asked that it be 
permitted to increase the rate in the 
policy year following an accident or 
violation, with surcharge. This request 
Superintendent Thacher also turned 
down. While the loss ratio on clean 
risks indicates a high accident in- 
volvement in the first year of cover- 
age, Mr. Thacher said, mid-term rating 
to offset this in the form proposed by 
the committee would be too cumber- 
some and expensive to administer and 
too susceptible to “uneven application.” 


Approves Increase 


On the other hand, the superintend- 
ent approved an increase in surcharges 
on a base of a point system, similar to 
the proposal made by the governing 
committee. Surcharges run from 10 to 
100%, varying with the gravity of the 
convictions and the extent to which 
traffic violations or accidents are re- 
peated within the 36 months used for 
rating purposes. (No substantial change 
was made in the rating system for gar- 
age risks, public carriers, long-haul 
trucks and fleets.) 

Six points are assigned for driving 
while intoxicated or under the influ- 
ence of drugs, leaving accident scene 
without stopping to report, and homi- 
cide or assault arising out of motor 
vehicle operation or criminal negli- 
gence in MV operation resulting in 
death. Five points are charged for op- 
erating without a license or registra- 
tion, for operating with an unlawful 
registration or license, for operating 
without the owner’s authority, for 
loaning his license to anyone else, for 
making false statements in applying for 
license or registration, and for decep- 
tion of any kind used in obtaining a 
license or registration. 


Three Point Charges 


Three points are charged for reck- 
less driving, for permitting a non-li- 
censed person to drive the car, and 
for operating while “impaired” by al- 
cohol. Two points are assessed for 
speed conviction of any kind and three 
for each additional conviction of this 
kind. Moving traffic violations cost one 
point for conviction and two points for 
each additional conviction. Two points 
go for accidents resulting in property 
damage or bodily injury of $100 or 
more, with certain exceptions. 

The surcharges run, seriatim, for one 
to seven penalty points, 10, 20, 30, 40, 
50, 75 and 100%. 

Previously, the surcharges were not 
based on a point system, and there 
were only two, one for 25% and one 
for 35%. 

To permit distribution of ARs more 
fairly among insurers, the revised rules 
allocate private passenger car risks for 
assignment on the basis of the in- 
surer’s “net written-car-years” rather 
than on the former “net direct BI pre- 
miums.” 

Assignment “credits” are allowed the 
insurer for voluntary writing of young 
driver risks and for writing as regular 
business persons insured in the AR 
plan. The latter credit goes to a com- 
pany offering to write in the regular 
way insurance on a risk assigned to it 


33 


as of the anniversary date of the AR’s 
policy—notice of the offer must be 
given 90 days in advance to insured, 
producer, and the plan. A credit also 
goes to any insurer which writes as 
regular business a policy for a risk 
who has been assigned. 


“Bad Faith” Cancellations 


Pointing out that under the present 
plan, both the department and the 
governing committee have had a con- 
stantly increasing workload of appeals 
from cancellations because the appli- 
cants had not completed applications 
‘in good faith,’ Mr. Thacher has re- 
vised the rules to provide that insurers 
shan’t cancel policies for this reason 
without getting prior approval of the 
governing committee. This should reg- 
ularize the standards for such cancel- 
lations and “eliminate cases of unnec- 
essary hardship in the future.” The 
“bad faith” charges are based on con- 
tention by the insurer that the appli- 
cant deliberately furnished incorrect 
or misleading information to the plan 
in order to get insurance. 

Two problems, according to Mr. Tha- 
cher, have had to be left for future 
consideration “in the light of operation 
of the plan and of the legislative con- 
siderations and requirements govern- 
ing compulsory automobile insurance 
in the state.” 

One of these problems is the diffi- 
culty caused by undue delay in issuing 
FS-1 certificates (evidence of insur- 
ance) required for an automobile re- 
placing one already covered in the AR 
plan. A traffic law amendment effec- 
tive next Oct. 1 gives the owner 20 
rather than 10 days to obtain a new 
car registration and FS-1 if the sub- 
stitute car is acquired from a licensed 
auto dealer. The problem of the AR 
insured who gets his replacement ve- 
hicle from some other source “will re- 
ceive further consideration.” The de- 
partment will give this its attention 
but notes that delays can be obviated 
if the auto owner places a request di- 
rectly with the plan. 

Another problem “left over” is the 
fact that the AR plan provides only 
statutory limits of 10/20, whereas there 
is considerable demand for higher lim- 
its. Presently these are available to 
some extent (at substantially higher 
premiums) from insurers which spec- 
ialize in this business. 

If the public interest is found to 
make necessary increased limits, the 
present limits will have to be increased 
by legislative action, the department 
points out. However, it does observe 
that requiring higher limits for ARs 
can be expected to aggravate their al- 
ready extremely high loss ratio. 








General Claims Service of Daytona 
Beach, Fla., has inaugurated mobile 
radio service. Shown here is James 
E. Chaddock, manager, taking a call 
relayed by his office from an agent. 
The claims firm has its own 2-way 
radio station and radio equipped cars 
so that adjusters can respond to calls 
much more quickly than formerly. 
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Contract Bond Problems Discussed 


(CONTINUED FROM PAGE 5) 


terms of the indemnity agreements. 
It is to the joint interest of both to 
keep down any loss. One possible pro- 
cedure is to finance the contractor’s 
obligations—if he is honest, capable 
and cooperative. While facts are being 
obtained Mr. Hume gets the contrac- 
tor, as the first sample of his coopera- 
tion, to provide a letter on each job, 
addressed jointly to the surety and 
owner, stating he cannot continue, re- 
questing the surety to take over, and 
requesting the owner to make all fur- 
ther contract payments as directed by 
the surety. Mr. Hume also likes to ob- 
tain a power of attorney specifically 
authorizing the surety to endorse all 
checks, warrants, etc., received in con- 
nection with each job and to use such 
monies to pay bills owed or incurred 
in obtaining performance. 


Owner Is On Notice 


He puts the owner on notice that the 
contractor is in difficulty, and that 
the surety is investigating and intends 
to discharge its liabilities as surety as 
soon as the investigation is completed. 
In the interim, he requests the owner 
to forward all contract proceeds to 
him, but in no event to any one else, 
serving a copy of the assignment con- 
tained in the application. 

He personally visits the architect to 
find out if there are contractors who 
would be unacceptable to him. “Do 
not indicate you have reached any de- 
termination as to program, but let him 
know you are taking action and, if a 
new contractor is to be brought in, you 
want someone acceptable to him. There 
is no point compounding your prob- 
lems by alienating the architect.” 


Will Want Early Information 
The attorney will want early infor- 
mation as to the abilities of subcon- 


tractors, the propriety of the prices 
with them, etc., so he can decide if he 
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The enterprise of the fine paper mills which 
sprang up along New England's fast-rushing streams 
in the early 19th Century made quality writing paper 
widely available at low cost for the first time. 

It is in this tradition that Peerless Insurance Company 
contributes today to the success of 
Independent Agents, with a portfolio of 
multiple-line coverages in the Bond, Fire, 
Accident & Health, and Casualty fields, 
contemporary to the needs of more of their clients. 








is going to want them to continue or 
not. If so, “put them on written no- 
tice that all of the principal’s rights in 
the contract have been assigned to 
the surety. It is almost always very 
costly to bring in new subcontractors. 
Valuable time would be lost in getting 
them to estimate. The profit is usually 
taken in first requisitions, so that 
present subcontractors will often be 
anxious to get out, and, absent some 
compelling reason, you should keep 
them. Use the money you owe on the 
payment bond to advantage here. 

“You are working against time and 
must determine at the earliest reason- 
able opportunity the probable cost to 
complete,” Mr. Hume warned. He sug- 
gested getting the three contractors 
who were the next low bidders to give 
a firm contract price to complete, and 
a bid on a cost plus basis with an up- 
set price. These three may attempt to 
collude on their bids, he said. As a 
check, he tries to get similar bids from 
reputable contractors in the vicinity, 
but not in the immediate area. Also, 
he has the contractor’s staff give their 
estimate. This will invariably be too 
low, but in having them attempt to 
substantiate its propriety, the attorney 
will learn much about the job and have 
ammunition to use in questioning 
others. 


Jobs That Create Problems 


As a rule of thumb, sureties say 
they always re-let work in the early 
stages of completion. Many invariably 
will finish jobs in the final stages with 
the staff of the principal. The jobs that 
are neither starting nor finishing create 
the problem. Any general rule, how- 
ever, is worth little. The attorney’s 
procedure should be dictated by the 
practicabilities of the over-all situa- 
tion. 

Some sureties will not finance the 
contractor. There are good reasons for 
such a position, Mr. Hume said. Am- 
ong them are that the surety does not 
decrease its bond penalty when it fi- 
nances, the personnel of the contrac- 


tor will have given low estimates of , 


cost to complete, and they will tend to 
drag out performance. However, none 
of these reasons bother Mr. Hume to 
any extent. Seaboard Surety finances 
when it feels it can save money. 

It’s a lot of work to get sufficient 
facts to make a valid decision. How- 
ever, he said, if you have other bids, 
have questioned the basis for all costs 
projected by the staff of the contrac- 
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tor, added a reasonable percentage to 
the latter for safety’s sake, checked 
the status of work and subcontracts, 
and find you are much lower than the 
best bid, then finance.” 

The big danger in financing is that 
this way the surety man becomes pop- 
ular with the contractor. The attorney 
has to remember he is trying to ac- 
hieve performance expeditiously at the 
lowest possible cost, not win a popu- 
larity contest held by insolvent con- 
tractors. 

If the facts show that the surety will 
save money by financing, the question 
of bond penalty is no longer of any 
importance, he said. 


Taking Care Of Other Problems 


The danger that personnel will pro- 
long the job can be taken care of 
easily by incentive bonus offers to key 
personnel. Get a firm commitment 
from the few key men needed that 
they will stay to the end. The bonus 
is only paid for prompt completion 
and is payable after acceptance. 

How should financing be done? “Ut- 
ilize the opportunity to obtain a pledge 
of all available assets you can get set 
off as an inducement to you to do so,” 
Mr. Hume advised. “By financing, you 
are giving the contractor a chance of 
staying in business. He’ll usually be 
willing to offer inducements for you 
to do so.” 

Mr. Hume prefers a new bank ac- 
count, preferably in a different bank 
than the old account, and he exercises 
joint control. Seaboard makes an in- 
itial deposit, has all job monies paid 
into the account, and permits with- 
drawals only with countersignature. 
However, it does not countersign in 
the name of the surety but designates 
individuals to do so. Its name does not 
appear on the check. It is pointless to 
arrange financing and lose any pos- 
sible advantage of the fact the con- 
tractor is continuing in business by 
advertising on every check drawn that 
he is in the hands of his surety. 


Gets More Assets 


Where the contractor is not insol- 
vent but lacks liquidity, or where his 
insolvency appears slight and the sur- 
ety can effect an orderly liquidation 
and thus avoid the greater loss that 
would ensue if he were placed in de- 
fault, Seaboard utilizes bank credit and 
has him pledge or mortgage to the 
lending bank his fixed assets. The 
surety guarantees the bank loan. On 
maturity, if the surety pays under 
such guarantee, the bank assigns the 
collateral not yet liquidated to the 
surety. This often will enable the 
surety to acquire assets that might 
otherwise have been unobtainable, or 
which would go to a trustee in bank- 
ruptcy should an insolvency proceed- 
ing eventuate. 

Never finance, he advised, unless 
the contractor is honest and capable 
and unless the surety is going to ex- 
ercise close supervision. 


Needs Information 


If the attorney decides not to fi- 
nance but to relet the work, he needs 
to know how the bids for completion 
were prepared, what percentage of 
overhead and profit was contemplated, 
the profits being made in the same 
type of construction in the area, and 
normal overhead costs in the type of 
construction business. 

It is almost an unwritten law to 
demand a bond from the new con- 
tractor. But Mr. Hume doesn’t if it is 
a regular account of Seaboard’s. He 
saves the premium. If Seaboard would 
write the bond for this low bidder, 
why send him to someone else for a 
bond? 


XUM 


HieNATIONAL UNDERWRITER 


In re-letting, the new contract may 
be cost-plus or a firm contract at a 
fixed price. 


Can Establish Loss 


With a firm contract the surety can 
establish the amount of its loss. The 
proposal should be put in written form, 
addressed to and delivered to the own- 
er with the original contractor’s letter 
of default and the surety’s letter re- 
questing the proposal be accepted by 
the owner. Upon acceptance by the 
owner, the attorney’s performance 
problem is behind him. There are 
problems of making payments for the 
excess cost of completion, of avoid- 
ance of assignments of the contract 
proceeds given by the contractor to 
banks or other third persons, etc. But 
these are generally not difficult to 
solve. 

As to salvage, he said, the fixed as- 
sets shown on the principal’s financial 
statement are invariably grossly over- 
stated as to value. In discussing the 
possibility of financing with him, the 
attorney had the opportunity to learn 
of other assets—if he was going to dis- 
close anything that was the time to 
get it. Salvage is important, of course, 
but Mr. Hume concentrates first on 
keeping down the loss. 


Create Concern 


Tax problems give sureties great 
concern, particularly the impact of the 
tax lien on the contract balances. Mr. 
Hume believes the problem is not so 
bad as generally regarded. Where com- 
pletion is financed, the surety, with 
careful handling, will in most cases be 
successful in establishing its right to 
subrogation, thus avoiding any ques- 
tion of priority between it and the 
government and thus excluding the 
government from any participation in 
the proceeds. 

Where the contract has been re-let 
there is less of a problem. The lien can 
only attach to monies due to the debt- 
or—the surety’s now-defaulted con- 
tractor. If he does not become en- 
titled to any funds under the contract, 
there is nothing which becomes sub- 
ject to the imposition of the lien. The 
owner has a right to re-let the un- 
completed work and use the balance 
of the fund remaining in its hands for 
the work, to obtain completion of per- 
formance. 


Every Man An Expert 


Surety is a field in which everyone 
is an expert, Mr. Hume said—and the 
less experience one has had the more 
expert he is. “The underwriter knows 
that had you handled the case as he 
would have, no loss would have re- 
sulted; those ebullient souls, the pro- 
duction men, would have handled it 
in one-third the time, at less expense, 
no loss, and gotten a few good new 
accounts. There are others who will 
make themselves heard. But only you 
will really know if you have done a 
good job.” 


Erbele And Schneider 
Shifted By American 


American has transferred Fred C. 
Erbele from Rockford, Ill., to Pitts- 
burgh, and Clarence B. Schneider 
from Houston to Rockford. They will 
be casualty managers. 

Mr. Erbele joined the group in 1953 
as an underwriting supervisor in the 
head office and was promoted in 1954 
to casualty manager at Kansas City. 
In 1957 he was transferred to Rockford 
in a similar position. Before joining 
American he was for seven years with 
Liberty Mutual in underwriting capa- 
cities. 

Mr. Schneider has spent his entire 
insurance career with the group, be- 
ginning in 1928 as an office boy at Chi- 
cago. He subsequently became an un- 
derwriter and then underwriting su- 
pervisor at Minneapolis in 1943. Later 
he was in key underwriting and ad- 
ministrative positions at Chicago and 
Houston. 


In American Bond Post 

H. Kent Foil has joined American 
as bond supervisor in New Orleans. 
In the business since 1951, Mr. Foil 
has been a special agent of Fidelity 
& Deposit in New Orleans and a bond 
superintendent with Home Indemnity 
and later with Massachusetts Bond- 
ing. 
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Glens Falls Shows 
Improvement In Half 


Glens Falls had an underwriting loss 
of $893,883 for the first six months of 
1960 compared with a loss of $2,700,340 
for the same 1959 period. Premiums 
written were up to $45,057,801 from 
$43,389,734. Policyholders surplus was 
$58,961,566, down from $60,136,175 at 
Dec. 31, 1959. 

The ratio of losses and loss expenses 
to premiums earned was 62.2 and the 
ratio of underwriting expenses to pre- 
miums written was 38.7 for a total of 
100.9 against 104.6 in the first 1959 
half. 

Investment income rose from $1,- 
822,616 to $2,126,594. Net income was 
$1,216,601 compared with a loss of 
$896,187. 

Operating income for the 12 months 
ending June 30 was $4,698,639 or $3.61 
a share, reflecting an underwriting 
profit of $640,374. The combined un- 
derwriting ratio for the 12 months was 
98.8, the most favorable for a similar 
period since 1955. 

Assets of $177,143,346 at June 30, 1960 
compared with $176,433,751 at Dec. 
31, 1959. 


G. H. Poulsen & Co. of Park Ridge, 
Ill., has appointed Roger Elkins man- 
ager of the new pension and profit 
sharing division. 
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Editors call him the backbone of America. Politicians call him the Majority Vote. 
Economists call him the big Middle Income Market. 

He’s a prominent man in the State Farm picture. Our agents know him well. They 
provide much of the auto insurance he buys. And at the same time they are — 
giving him opportunities, never before so readily at his disposal, to protect Ps 
himself and his family more adequately with the home and life insurance he needs. 


For him, for millions like him, the State Farm agent is the Family Insurance Man. 


THE MAN IN OUR P 
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